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Certainty 


The feeling of uncertainty is so uncomfortable 





that people everywhere buy insurance to relieve 


themselves of the feeling. 


The agent who does not hold a contract direct 
with the company he represents has an uncom- 
fortable feeling, caused by uncertainty he fears 
the business which he is building may not accrue 
to his benefit on account of death or resignation 
of his general agent. 


The agents of the Peoria Life are absolutely com- 
fortable in this regard, because they know that 
they are building for a lifetime—the future is in- 
sured for them by a direct contract with the 
company. 
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ILLINOIS LIFE FACTS 
No. 5 


HE Illinois Life especially prides 

itself on its Home State standing. 
Business is written each year in each of 
the 102 Illinois counties and more than 
60 percent of the one hundred odd mil- 
lions of insurance in force is on the lives 
of citizens of Illinois. 


The Great Home 
State Company 


ILLINOIS LIFE 


Insurance Company 
CHICAGO 


JAMES W. STEVENS, President 


Greatest Illinois Company 
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Is Opportunity in Endowment Being Overlooked? 


General Agents and Life Company Officials in Different Parts of the Country Tell 


Their Experience in Selling 


been devoting their attention in 

recent years primarily to the sale 
of ordinary life, in many cases almost 
to the exclusion of other classes of 
policies, been overlooking the oppor- 
tunities which are offered by endow- 
ment policies? What are the argu- 
ments for endowments? To what 
classes of prospects are they best suited, 
and why? : 

These questions were submitted re- 
cently by THe NationAL UNDERWRITER to 
successful general agents and company 
officials in several widely scattered sec- 
tions of the country. Here are some of 
their responses: 

a 


J. C. McGinnis, President Eureka Life 
—I recommend the endowment policy 
for the young man. The business man 
does not care to invest his money and 
get only about 4 per cent returns, when 
he can invest the money in his business 
and get about 15 per cent returns. En- 
dowment policies help to inculcate 
thrift in the young man and at the same 
time give him protection in case of his 
death. 


H Xe: life insurance nren who have 


* * » 


Clarence Stone, Superintendent of 
Agents, Maryland Assurance — The 
whole idea of endowment insurance is 
that the young man, in addition to get- 
ting protection, also gets an invest- 
ment. At any one of the younger ages 
he beats the insurance company any 
way, as if he is living at the time this 
policy expires he gets about $200 more 
on each thousand than he has paid in, 
while if he should die his mother or 
other beneficiary would get very much 
more than he had paid in. This class 
of insurance I heartily recommend for 
the young man as it forces him to 
save money by making premium de- 
posits on endowment insurance. It not 
only insures protection but saves money 
he would otherwise waste. For in- 
stance, if a young man at the age of 
20 took out a 20-payment life his 
premium would be $11 on a thousand 
cheaper than on a 20-year endowment. 
This $11 a year would be wasted, 
whereas through the endowment policy 
he is forced to save it. My father, about 
two years before his death, had a 
$10,000 endowment policy expire. Al- 
though at the time he took out the 
policy he had hard work paying the 
premiums, he always said that he 
wished he had taken out much more. 

Ss 


F. §. Briggs, Massachusetts Mutual 
Life, Baltimore, Md.—Endowment in- 
surance is a combination of insurance 
and savings. We always recommend 
it to young men. Nine out of ten 
people do not save money. They auto- 
matically must have some enforced sys- 
tem that will force them to save. We 
recommend the long term endowment 
for young men and 15-year endowment 
for older men. 

* * * 

Thomas Taylor, General Agent, 
Provident Life & Trust, Baltimore— 
All life insurance is viewed by the 


actuary as endowment. In fact, all in- 
surance is endowment, as most of the 
companies have the life policies expir- 
ing at the age of 96. We recommend 
endowments, as every man when he 
gets into old age wants to retire and 
take life easy. If he has an endow- 
ment policy it enables him and his wife 
to enjoy all the comforts of life with- 
out being a burden on their children. 
* * 


F. M. Flory, General Agent, Provident 
Life & Trust, Minneapolis, Minn.—You 
ask me why I believe endowment 
policy forms fit the majority of people 
better than life forms. Having repre- 
sented the Provident Life & Trust for 
a good many years, my training has 


If you will turn to your rate book and 
figure the difference in premium be- 
tween life and endowment at age 60 to 
65 forms, on the average sized policy, 
let’s say $2,500, you will find a very 
small difference, something like $3 per 
thousand. This is particularly true of 
the younger ages. 

The statement is very often made by 
agents advocating life forms that ordi- 
nary life is the only kind of insurance 
to buy, take the difference in premium 
and keep it in your business. I have 
searched and have never found a man 
who has taken this difference of from 
$3 to $5 per thousand per year and 
made investments with it, so that at 
some future date this saving, together 





causing young men to save. 


also means old age protection. 


beneficiary against old age. 


payable at age 65. 


if he lives. 





ARGUMENTS OFFERED FOR ENDOWMENT 
The endowment policy is the best means of inculcating thrift and 


Nine people out of ten do not save money. They must have some 
automatically enforced system to force them to save. 
ull life insurance protection means more than death protection; it 


There are two most common ways in which earning power is 
absorbed—by death and by old age. 
the beneficiary against the death of the assured. Endowment insurance 
does the same thing and in addition protects both the insured and the 


The ordinary young unmarried man has no systematic method of 
saving; an endowment policy gives him a plan and an incentive. 
addition he is building up an estate. 

The best way for a man to protect his family and at the same 
time to lay up something for his old age is to buy an endowment policy 
The insured doesn’t know when or to whom the 
ordinary life policy is to be paid. The endowment at age 65 gives him 
assurance that he will get the money at a time when he needs it most, 


Ordinary life insurance protects 


In 








been along endowment lines. But, 
even if this had not been true, my ob- 
servations and experience would have 
forced me to the truth that the endow- 
ment forms fit the average insured in 
90 per cent of cases better than the 
life forms do. By this I do not mean 
short time endowment or young age 
maturing endowments. I do mean en- 
dowments maturing at ages 60 to 65. 

If you will draw a mental vision of 
all the people whom you know that are 
60 to 65 years old and visualize how 
many of these people have anyone de- 
pending on them for support. On the 
other hand, how many of them are de- 
pending on their daily earnings or 
someone else for support? The war 
savings department published the state- 
ment that 95 per cent of the people who 
reach age 65 are dependent. If this 
is trwe, can anyone at age 60 or 65 
afford to carry life insurance, when on 
the endowment form they would be 
receiving the full amount in cash to 
aid in the support of their own old age? 


Little Difference in Premiums 


Many agents claim the insured could 
carry more life form insurance (I call 
it death insurance) and in event of 
death leave a larger estate, or could 
cash in the larger amount of life form 
insurance at age 60 or 65 for as much 
cash as the endowment would yield. 


with the the cash value of his life form 
insurance, would equal $1,000. Even if 
there is such a man, at age 65 the cash 
value, together with the investment, 
would not equal the $1,000 at age 65. 


More Than Death Protection 


Full life insurance protection means 
more than death protection, it also 
means old age protection. Along this 
same thought, taking age 35 as a basis, 
we will quote the American experience 
table of mortality. There are alive at 
age 35, 81,822 people out of the original 
100,000 starting at age 10. The aver- 
age of these will live 31.8 years and 
about 60 per cent will be alive at age 
65, or 49,341. Those living at age 65 
will live an average of 11.1 years. We 
know that the mortality rate of the life 
insurance company is much more favor- 
able than those shown in the American 
table of mortality. I would say that 
between 70 to 80 per cent of the people 
living at age 35 would live to be 65 
or older. 

We cannot figure we are going to be 
one of the 5 per cent who are inde- 
pendent at age 65, but to be safe, must 
figure ourselves in the 95 per cent class 
of more or less dependents. Personally, 
if at age 65 you were given $2,500 in 
cash or a policy of life insurance for 
$2,500, even though it was paid up, 
which would you choose? If you do 


hat Line and the Arguments Offered on Its Behalf 


not know, just ask 100 per cent of the 
people who are 65 years old. Again, 
ask them what they would have done 
with $7.50 a year difference between a 
life policy and an endowment policy. 


Dependence va. Independence 


I have seen many men come into my 
office who are 65 years old who are 
paying on an ordinary life policy and 
the premium, although small, was and 
will continue to be a burden to them 
as long as they live. On the other 
hand, I have seen many men 60 to 65 
years old who have paid a little larger 
premium, not large enough to have 
made any kind of an investment, step 
up and get their check on the matured 
endowment. The difference in their at- 
titude is sufficient proof of who made 
the wise choice. In theory life ferm of 
insurance may be the correct form. In 
theory assessment form of insurance is 
the correct form, but in practice, we 
have seen assessment form of insur- 
ance break down in every department 
when considered over a period of years 
it has proven itself impracticable, 

If you will study the difference be- 
tween life form and endowment form 
of insurance you will find the endow- 
ment form gives the insured a great deal 
more for the premium paid than the 
life form does. This is true in paid-up 
value, extended insurance, cash and 
loan values, and most important of all, 
in satisfied value to the insured. In a 
good many cases it represents the dif- 
ference between independence and de- 
pendence in old age. 


- = > 


H. T. Miller, Agency Manager, New 
York Life, Minneapolis—My men re- 
port the sale of a large volume of long 
term endowment to a class of people 
to whom they formerly sold ordinary 
life. The ordinary individual with a 
wife and two or three children can ob- 
tain the same protection with long term 
endowment as he can with ordinary 
life—and for practically the same 
premium. Under the long term endow- 
ment, protection is afforded the family 
until the children no longer need life 
insurance protection from the father. 
The endowment policy then matures, 
say around 65, 70 or 75, and becomes a 
fund for the use and enjoyment of the 
man and wife at an advanced age or 
for the enjoyment of the individual 
himself in the event his wife has passed 
away. 

We have received very few com- 
plaints of dissatisfaction from those 
who carry them. The lapsations have 
been much less than 2 per cent. One 
agent who specialized in long term 
endowments produced $100,000 during 
his first two months. ut of that 
volume only one policy of $500 lapsed 
the second year. Another who sold 
$175,000 the first year had a second 
year lapse ratio of 1% per cent. An- 
other agent who specialized on long 
term endowment for more than four 
years says that in that entire period he 
has had only three lapses, and two of 
the three were young men who had 
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taken war risk policies and could not 
carry both. 
**¢ *@ 

E. Guy Owens, General Agent, 
Mutual Life of New York, Oklahoma 
City—I believe that endowment insur- 
ance should be recommended in al- 
most every case to an employed woman 
or to a young unmarried man. It pro- 
vides a systematic means of saving and 
often is nearly the only ground upon 
which an agent can appeal to a person 
of these classes. I believe also that 
endowment insurance should be recom- 
mended to professional men and salaried 
men who already have provided ade- 
quate protection for their families in 
case of the death of the insured. 

Endowment insurance seldom should 
be recommended to a married man. 
What he needs is protection for his 
family in case of his death, and he 
should not diminish that protection by 
buying the higher priced forms of in- 
surance. In 90 per cent of the cases 
of married men, I believe,.ordinary life 
should be recommended. 

. 


J. Henry Johnson, Manager National 
Life of Vermont, O City—The 
real purpose of insurance is to provide 
indemnity for the destruction of earn- 
ing power. There are two most com- 
mon ways in which earning power is 
destroyed—by death and by old age. 
Ordinary life insurance protects the 
beneficiary against the death of the in- 
sured. Endowment insurance does the 
same thing and in addition protects 
both the insured and the beneficiary 
against old age. 

Statistics show that out of every 100 
men at age 25 fifty-four will be alive 
and dependent upon relatives or charity 
at age 65; only thirty-five will be dead. 

For approximately $209 a man 25 
years old can buy $10,000 protection 
aganist death. For approximately $249, 
or just $40 more, he can buy a policy 
which will pay his widow $10,000 in 
case of his death and will pay him 
$65,000 when he reaches the age of 65 
if he lives. 

* * 

O. F. Wilson, General Agent, Aetna 
Life, Oklahoma City—I recommend an 
endowment policy almost always for a 
young unmarried man or for an em- 
ployed woman. The ordinary young 
unmarried man has no_ systematic 
method of saving; an endowment 
policy gives him a plan, an incentive. 
In addition, he is building up an estate. 

For a young woman who is earning 
her living I recommend a 20-year en- 
dowment. For a woman of 30 or a 
litthke more I recommend a 15-year en- 
dowment, and for a still older woman I 
urge a 10-year endowment. An old 
woman always can use a little money. 

I believe perhaps the best way for a 
man to protect his family and at the 
same time to lay up something for his 
old age is to buy an endowment policy 
payable at age 65. The insured doesn’t 
know when or to whom the ordinary- 
life policy is to be paid. The endow- 
ment-at-age-65 gives him assurance that 
he will get the money at a time when 
he needs it most, if he lives. 

* * * 


In the far Southwest, and especially 
in Texas, state agents and company 
officials say that generally they do not 
push endowment policies over other 
lines of life insurance. But there is a 
line of clients to whom they recom- 
mend endowment policies strongly and 
as a result they are selling a consid- 
erable amount of that business—far 
more than they have in recent years. 

Dallas life men generally recommend 
endowment policies to prospects who 
have a considerable amount of cash 
which they know the client would as 
soon have in a safe investment as to 
have lying idle. In other words they 
push the endowment policies where 
they know the prospect is able to carry 
that line conveniently. 

To a man the Dallas underwriters 
stress the fact that an* endowment 
- policy is one which, pays back more 
than the client pays for it. They also 


stress the fact that the endowment 





Life Companies with Home Offices in New 
Y ork City Will Make Few Changes in 
Their Dividend Scales for the Coming Y ear 


EW YORK, Nov. 2.—Life com- 
N panies with home offices in New 

York City will make few if any 
changes in their dividend scales this 
year. New York’s “Big Three,” (the 
Equitable Life, Mutual Life and New 
York Life) will maintain the same divi- 
dend scales as were used last year. 
All three cut dividends last year, and 
are now on a dividend basis that suits 
the conditions. There is certainly 
nothing to indicate that any company 
will make any more than a very modest 
increase in dividends, and in the great 
majority of cases no change will be 
made. Most actuaries of the New York 
companies when asked, “Is there going 
to be any change in your dividend scale 
this year?” reply, “What do you mean, 
up or down?” When told that it was 
the idea that because of this year’s 
favorable mortality experience and the 
high interest rates the companies have 
been earning, dividends might be in- 
creased somewhat, it is explained that 
one year’s operations can never imme- 
diately influence the payment of divi- 
dends. Most cf the actuaries, when 
asked their opinion of the probable ac- 
tions of companies regarding payments, 
reply that there is no reason to believe 
that there will be further cuts. In other 
words, it seems to be the thought here 
that it is not to be expected that any 
company plans to or will increase divi- 
dends, but that the compani¢s will do 
very well to maintain the scales now 
being used. 


Position of New York Companies 


While many of the companies have 
not decided upon their dividend policy 
for next year, the action that will be 
taken by most New York companies 
can be anticipated at this time. To run 
over the list, it is probably safe enough 
to say that the “Big Three” will make 
no change in their dividend scales. The 
reductions made by the three companies 
last year were put into effect with the 
idea that the scale decided upon would 
be maintained for a few years. The 
Home Life will beyond doubt maintain 
its present scale; the Guardian Life 
will make a slight increase. The Metro- 
politan Life has been paying small 
dividends on some classes of policies. 
The scale used this year will be main- 
tained and small dividends will be paid 
on some policies that were not on the 
dividend basis this year. The Man- 





hattan Life will continue its present 
scale, and the Mutual Benefit will make 
no change. The’ Prudential will prob- 
ably commence to pay very small divi- 
dends on a portion of its business. 

The Provident Life & Trust, on the 
other hand, is resuming its old scale. 


Exceptionally Favorable Year 


On the whole the companies have 
enjoyed an exceptionally favorable year 
so far as mortality is concerned. Some 
of the eastern companies will show the 
best mortality records this year since 
they began business. Influenza and 
pneumonia claims were heavy in 
January and February, but after that 
mortality began to drop back to normal. 
The last six months of the year have 
been very exceptional in that death 
losses have been at a very low figure. 
Even the companies that were jolted 
rather hard by death losses early in 
the year are going to show a decidedly 
favorable mortality experience owing 
to the low death rate during the last 
eight months of the year. In other 
words mortality savings have been 
much higher than usual. This, consid- 
ered apart, might be taken as one very 
good reason why dividends should be 
increased, but the savings made this 
year, large as they have been, are as 
nothing compared with the losses of 
the last two years due principally to 
the two influenza epidemics. 


Hit Hard by Influenza 


The influenza hit the life companies 
the hardest blow they have ever re- 
ceived since life insurance began. Most 
companies maintain what is really a 
dividend surplus but is often designated 
as unassigned surplus, contingency re- 
serve, etc. In normal times this is 
built up through mortality savings, ex- 
cess interest earnings and savings in 
expenses. When the influenza came 
along the companies did not at once 
reduce dividends. They continued to 
pay the same scale or to make no ap- 
preciable alterations for at least a year 
longer than they should have. As a 
result the “diivdend surplus” of most 
companies has been wiped out or re- 
duced to a point where it can be seen 
only with a microscope. 


New Attitude on Dividends 


The influenza has shown the com- 
panies what is possible in the way of 








policy creates an immediate estate as 
well as provides a full payment at the 
end of the period stipulated. 


Some Companies Pushing Line 


From the life insurance men, a dozen 
of them, it was learned the favorite en- 
dowment is the 10 or 20-year pay and 
the amount is from $5,000 to $15,000. 
There are instances of $50,000 endow- 
ments recorded with Dallas insurance 
men, however. The Southland is do- 
ing a considerable endowment business 
through its agents, who use the plans 
of attack and the arguments mentioned 
above. The Kansas City Life, the 
Southwestern and the Great Southern 
are rolling up endowment business 
through practically the same plans and 
arguments. 

The Dallas insurance men say that 
the foreigner almost invariably wants 
an endowment policy. The insurance 
men declare this choice on the part of 
foreigners who come to America to 
make their home is due to their thrifty 
instinct, made necessary by the condi- 
tions in the old country. They say 
the foreigner wants all he can get for 
his money, wants to save and have his 
money making more money and the 
endowment policy appeals to him more 
than any other class of insurance. 
Practically every foreigner who is able 





to carry insurance has an endowment 
policy, even if it is for but $1,000, it 
was learned. 

Mainly to Older Men 


Another thing found by the Dallas 
writers of insurance is that the majority 
of endowment policies are written on 
persons 30 years old or over. The is- 
surance men believe this is due to the 
fact that the client feels he will be get- 
ting out of the salary earning age by 
the time he is 50 or a few years older, 
and will have his endowment of $5,000 
to $15,000 to fall back on. 

One agent says he sells quite a few 
endowment policies on the basis of 
savings. He declares the prospect says 
he would spend his money paid for 
premiums anyway, and puts it in an 
endowment policy to accumulate a nest 
egg as he goes along. 

In Texas, it appears from insurance 
men, the endowment field has not been 
carefully worked. From them it is 
learned the straight life policy game 
has been worked for years and often 
by men who were more interested in 
getting a premium than in protecting 
the insured. There is a feeling that 
the endowment field offers wonderful 
opportunities and there is a certainty 
that it will be better worked in the 
future. 





mortality. It is now recognized that a 
fairly good cash reserve for dividend 
paying purposes and a comfortable sur- 
plus are not enough to withstand the 
shock of an epidemic such as swept the 
country a year and a half ago. It has 
been quite clearly demonstrated, al- 
though it has always been more or less 
recognized, that dividends cannot rise 
and fall with these yearly experiences 
of a company. One good year does not 
justify an increase in dividends. In 
fact company officials have now an en- 
tirely different attitude towards divi- 
dends than was assumed a few years 
ago. 

_When dividends were first cut, the 
big dividend paying companies were 
very apprehensive over what might hap- 
pen. It was feared that policyholders 
as a class would protest most vigor- 
ously, that the non-participating com- 
panies would take advantage of the 
situation and use the dividend reduc- 
tions as a big reason for a policyholder 
buying non-participating insurance, and 
that the effect on the participating com- 
panies would be disastrous. It was ex- 
pected that considerable business would 
go off the books because of the smaller 
refunds. 


Policyholders Appreciate Situation 


Companies were greatly surprised to 
find that in nearly all cases policy- 
holders seemed to understand the situ- 
ation, seemed to realize that the money 
had to come from some place and that 
the companies could not be expected 
to maintain large dividends in the face 
of increased expenses and the most dis- 
astrous mortality experience in the his- 
tory of the business. The amount of 
business that was lost to the life com- 
panies because of reduced dividends 
was so small as to be almost negligible. 
The attitude assumed by policyholders 
in connection with dividend cuts has 
made life company officials see that in 
order to get and hold business it is 
not at all necessary to increase divi- 
dends because of momentary prosperity. 
Policyholders apparently are content to 
let the companies fortify themselves to 
build up their surpluses and to be in 
shape to pay dividends before increases 
are put into effect. There is certainly 
no lack of confidence on the part of the 
public and the pressure of competition 
of the non-participating companies has 
been nothing like what was expected. 


Mortality Savings Large 


_ Mortality savings, another big factor 
in determining dividends, is the amount 
of money companies save above the 
normal or expected death rate. Again 
companies on a 3% per cent basis 
that get 5 per cent or 6 per cent on 
their investments have a clear 2% per 
cent or 3 per cent that goes into the 
dividend surplus. Mortality savings 
this year have been large. The experi- 
ence during the latter months of the 
year has been exceptional. In addition 
the companies have selected business 
very carefully this year. Only the very 
best risks have been accepted. Those 
showing any undesirable features have 
been turned down. Border line cases 
have been passed up. This means that 
the experience on the business put on 
the books this year is going to be above 
normal. Next year and for several 
years it is quite reasonable to expect 
that mortality savings will be at least 
as high as they have been this year. 
As time goes on this cannot help affect- 
ing dividends favorably. 


Interest Gains Slight 


Interest rates on nearly all classes of 
securities have been much higher this 
year, but this condition has not had 
very much effect on the life companies. 
For example, the companies buying 
farm mortgages have not enjoyed any 
increased interest on their investments. 
The same rate of interest has been paid 
on this class of securities. Other com- 
panies investing in bonds and railroad 
securities are now in a somewhat im- 
proved condition financially. Railroad 

(CONTINUED ON PAGE 4) 
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HEARST STRONG FOR ~ 
GOVERNMENT PLAN 


Advocates Nationalization of In- 
surance in Editorial in San 
Francisco “Examiner” 


INSURANCE MEN AROUSED 


Publisher Has a Long String of Power- 
ful Publicity Mediums in Dif- 
ferent Large Cities 


SAN FRANCISCO, CAL., Nov. 2. 
Life insurance men are greatly aroused, 
as are all other underwriters, over the 
very severe denunciation of insurance 
as at present conducted by private com- 
panies on part of the San Francisco 
“Examiner,” whose owner and pub- 
lisher is Wm. Randolph Hearst. The 
“Examiner” comes out strong for the 
nationalization of insurance and the 
publication declares that this will be 
the next issue before the people of this 
country. The “Examiner” is very bold 
in its utterances. It declares that pri- 
vate initiative has been widely chal- 
lenged, not only in public utilities, but 
in warehouses and other activities. 

People Had Some Experience 


Mr. Hearst says that the people 
learned much to their benefit when the 
government had control of the rail- 
roads, telephones and telegraphs. He 
says that the power of financial inter- 
ests is seen by the ease which led 
Congress to restore these public utili- 
ties to private control. The “Examiner” 
says that the people have had some 
experience with government insurance 
during the war, when the War Risk 
Bureau was organized to write marine 
insurance and also to handle govern- 
ment insurance for those in military 
and naval service. Mr. Hearst takes 
the position in his paper that insurance 
should be looked upon as one of the 
natural functions of government. Here 
are a few paragraphs in the editorial in 
the “Examiner”: 


Some Pungent Paragraphs 


“Insurance as practiced by the big 
companies is a game in which the ordi- 
nary policyholder is pitted against the 
shrewdest corporation lawyers and con- 
tract contrivers in the country. A man 
taking out a policy for accident, fire, 
marine, property or what not, pays his 
premium regularly and lives along in 
full faith that he is protected. If some- 
thing happens, he remembers his policy, 
approaches the company to make good 
as per nolicy as he understood the 
policy. Then in all too many cases he 
finds that the thing which happened is 
precisely something which the policy 


excepts. The policy is simply worded 
but the authors were corporation 
lawyers, skilled beyond measure in 


clever phraseology.” 
Corporations Wax Fat 


“Meanwhile these corporations wax 
fat, their incomes are enormous, they 
pay dividends that are immense.” 

“The men who served in the field and 
naval service of the nation during the 
war, know the difference between in- 
surance by the government and insur- 
ance with private corporations. The 
Premiums thousands of ex-soldiers and 
ex-sailors are today paying on large 
policies with the government are but a 
fraction of the premiums being paid 
by men and women whose policies are 
in private comnanies. The ease with 


which the benefits of these government 
Policies are collected is amazing beside 
the horrors of red tape and cross ex- 
amination undergone by those who 





E are passing through a great 


\ continue to enjoy prosperity—but 


not from the same sources. The pres- 
ent decline in the market price of farm 
products will bring a corresponding de- 
cline in the price of other commodities, 
and in the end the farmer will find 
himself in an equally favorable position 
as heretofore. Right now the price 
decline of farm products may bring a 
lessened buying spirit on the part of the 
farmer, but he needs life insurance un- 
der present circumstances more than 
ever, and will, as a class, continue to 
be the greatest buyers of life insurance, 
although it will take real salesmanship 
ability to sell them. 


* * * 


So while the pendulum of prosperity 
temporarily swings from one class, it 
will swing over to another class, and 
there will be no diminution in the sum 
total of general prosperity. 

The life insurance agent who is a 
salesman—not an order taker—has a 
splendid opportunity in the changes 
taking place. To begin with, the man 
who has produced merely because 
“times” have been “good,” will drift into 
other fields—the salesman will remain 
and direct his solicitation amongst 
those who have not already had their 
full share of prosperity. The real 
salesman will carefully scan the field 
for the most likely prospects. 


make claims on the private companies.” 

“It is the same clash of ideas as is 
represented in private or public owner- 
ship of any public utility, which per- 
forms a needed service for all the peo- 
ple—the clash between the ideas of 
profit and service. A public business 
should be managed for service and not 
for profit. Nothing which all people 
should and do use should be under the 
control of a small portion of society, 
but under social control, that is, con- 
trolled by the government. The fight 
for public ownership and operation of 
the transportation and communication 
utilities is not yet finished, but it is 
upon the stage and the last act is not 


long distant. Next will come insur- 
ance.” 
Attack Is Dastardly 
Life insurance men recalling the 


trouble that those insured with the gov- 
ernment have had to get any informa- 
tion and realizing the utter confusion of 
the War Risk Bureau, cannot help but 
smile at the bland assurances of Mr. 
Hearst to the effect that it is such an 
easy matter to get things done by the 
government. 

The dastardly attack on a great busi- 
ness by the Hearst publication has 
aroused insurance men of this section 
to action, as it shows that socialism is 
rampant and that powerful agitators 
are advocating the nationalization of 
one of the big businesses of the coun- 
try. The Hearst publications are scat- 
tered through the country. On the 
coast, besides Hearst’s San Francisco 
“Examiner.” is the Los Angeles “Ex- 
aminer.” In Chicago are the Chicago 
“Herald and Examiner,” the morning 
paper and the Chicago “American.” the 
evening paper. In New York City is 
the New York “Journal” and the “Ex- 
aminer,” the evening paper. Hearst 
also has two big monthlies, “Hearst's 
Magazine” and the “Cosmopolitan.” A 
long list of newspapers also receives 
syndicate matter from his International 
News Service and International Feature 
Service. It is thus seen that propa- 
ganda looking toward the nationaliza- 
tion of insurance can be wide spread 
through mediums of this character. 


Dr. George B, Van Arsdall of the 
Equitable Life of New York home office 
has concluded the 15th class of life in- 
surance salesmanship he has conducted. 





It was at Oklahoma City. 
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_ BY ROBERT D. LAY 
Vice-President National Life, U. 8S. A. 


The geographical location will make 
But keep 
this one thought in mind—the best 
prospects for life insurance during the 
next few years will be those connected 
directly or indirectly with building and 
railroading construction. That offers 
a wide range of prospective insurers— 
much wider than you, at first sight, 
might think. 

In every community—the architects, 
contractors, plumbers, carpenters, roof- 
ers, decorators, lumber, painters and 
oils, hardware dealers, house furnishers 
—all will have increased business as 
building is undertaken on an increasing 
scale. In railroad construction we have 
the lumber dealers, steel makers, hard- 
ware, paints and oils, upholsterers, 
manufacturers of all the thousand and 
one necessities in laying tracks and 
building new cars and similar equip- 
ment. 

* - 

Every part of this country will have 
its share in the great building era which 
is slowly but surely getting under way. 
It will be going full blast before you 
know it. Don’t wait—build and extend 
your clientele amongst those who are 
going to have the money with which to 
pay the life insurance premiums. 

Are you a real salesman? If you are, 
you are assured of more earnings per 


~ 


unit of effort than at any time since | 


1917—don’t overlook your chance—dig 
in and dig in now. 


CONTINENTAL AGENTS MEET 


Griffin M. Lovelace and Winslow Rus- 
sell Are Two Speakers on the 
Program of Talks 


The annual meeting of the field forces 
of the Continental Life of Wilmington, 
Del., is being held this week at the head 
office. Griffin M. Lovelace, director of 
the School of Life Insurance Sales- 
manship of Carnegie Institute, is one 
of the speakers, as is Winslow Rus- 
sell, vice-president and agency superin- 
tendent of the Phoenix Mutual Life. 
Philip Burnet, president of the Conti- 
nental, will speak before the meeting. 


| The program is as follows: 


Thursday Afternoon 


“What 
Burnet. 

Methods of Work: (a) 
Work for the New Man,” Harland W. 
Huston; (b) “Digging Up Prospects,” 
John G. Shannahan; (c) “Writing Busi- 
ness That Stays,” Frank V. Simpers; (d) 
“Team Work,” Carl C. Twigg; (e) “Get- 
ting Help From the Examiner,” Howard 
A. Todd; (f) “Plans for Bigger Busi- 
ness,” Arthur B. Cheyney. 

“Blazing the Trail,” George E. Sauls- 
bury. 

6:30 P. M.—Dinner. Presentation of an- 
niversary medals. 

8:30 P. M.—Theater party. 


Is Your Importance”? Philip 


“A Plan of 


Friday Morning 


“Needs and Uses of Life Insurance,” 
James A. Fulton. 

Methods of Presentation: (a) “The 
Written Method,” Marion H. Landing; 
(b) “Selling on Approval,” John E. Wil- 
liams; (c) “To Farmers,” William H. 
Jones; (ad) “To the Man Without Depend- 
ents,” J. Frank Diggs; (e) “As an Invest- 
ment,” James C. Godwin (f) “The Thirty- 
Year Endowment,” Albert M. Walls; (g) 
“Meeting Competition,” Dabney M. Whar- 
ton. 

“Insuring the Insurance,” 
Lovelace. 


Griffin M. 


Luncheon and Meeting 12:30 P. M. 


Home Office Co-operation: (a) “Selec- 
tion of Risks,” Lester A. Bosworth; (b) 
“Getting the Business Issued,” Charles 
R. Churchman; (c) “Preventing Lapses,” 
Daniel E. Jones. 

“Putting Sixty Minutes 
Hour,” Winslow Russell. 

“Community Co-operation,” 
Burnet. 


Into Every 


Philip 





NATIONAL ECONOMY 
PRESIDENTS’ THEME 


|To Tell How Life Insurance En- 
courages National and In- 
dustrial Thrift 


PROGRAM IS ANNOUNCED 


| Speakers of International Reputation 
Will Discuss Topics of Vital 
Importance 


NEW YORK, Nov. 
of the necessity for nation-wide applica- 
tion of economy and thrift—in the 
home, in business and industry and in 
government—will be included the 
proceedings of the fourteenth annual 
convention of the Association of Life 
Insurance Presidents, to be held here 
Dec. 9-10. In giving due attention to 
the 75-year span which American life 
insurance has achieved, the convention 
will consider the extent to which that 
institution has stimulated individual and 
national thrift in this country, with a 
view to developing additional means of 
using it as a savings agency at a time 
when the people must economize in or- 
der successfully to meet the readjust- 
ments following the war. 


2.—Discussion 


in 





Big Part in Business 


Five leading American life insurance 
companies have passed the 75-year 
mark. Another is in its 75th year. 
These six companies have returned to 
policyholders and _ beneficiaries over 
$4,250,000,000 of thrift funds. The dis- 
tributions of 196 other American life 
insurance companies which have trans- 
acted business from five to 73 years each 
bring the total up to about $11,000,000,- 
000 for 202 companies. These com- 
panies now stand obligated to make 
future payments to their policyholders 
and beneficiaries aggregating more than 
$38,000,000,000—all representing Ameri- 
can thrift as expressed in terms of 
American life insurance. To guarantee 
these payments as they become due re- 


serves are being maintained totaling 
about $6,000,000,000. 
The ways in which these reserve 


funds have participated—and are now 
participating—in the direct financial sup- 
port of the federal government, in the 
development’ of American industry, 
commerce, transportation and agricul- 
ture, and in improving housing condi- 
tions, will be presented. In this con- 
nection original investment statistics of 
the companies will be contributed and 
studied from the viewpoint of future 
needs. 


Te Consider Taxation 


The consideration of taxation and its 
relation to national development will 
occupy a prominent place on the pro- 
gram. The effect of present taxes upon 
business generally, as well as upon life 
insurance in particular, will constitute 
one phase of this discussion. 

The history of American life insur- 
ance will be presented by several speak- 
ers, each contributing a component part 
of the picture. In addition, the experi- 
ence of Canadian life assurance com- 
panies, of which the oldest is now in its 
74th year, will be outlined as an impor- 
tant international contribution. 


Agency Organization Development 


The further development of the 
agency organization of life insurance 
and the establishment of a still closer 
relationship between it and the execu- 
tive department for the betterment of 
the institution as a whole, also will be 
considered. 

A point of public contact of compara- 
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THERE [IS NO SIGN OF A SHUT 
DOWN ON THE FARM 


HE FACT is, that 
in many industries, 
foremost among 
them the automobile 
industry, there is a 
| gradual shut down 
on business. One 
or two of the largest 
factories are now 
running but four or 

Treustwi five days a week. 

But nee soon the farm. People travel- 

ing from one end of this land to the other 

report fine looking crops everywhere. 

The HARD TIME YEARS in rural 
communities have all been poor crop 
years. Crops harvested so far have 
shown a fine yield, and indications are 
all pointing to a record crop for the fall 
harvest. 

Farm business, then, looks like the 
most stable kind thata life insurance man 
can go after. The Far mers National Life 
is specially equipped to get farm business, 
and its agents, in prosperous farm com- 
munities, are getting lots of it. 

You can turn a deaf ear to the calam- 
ity howler if you have a lot of farm busi- 
ness on your books because 

No slump has ever reached the farm 
country in a good crop year. 


An enormous crop will be harvested in 1920 
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tively recent is that will be reviewed 
and analyzed is the relationship of life 
insurance to the movement to prolong 
human life. The cooperation of life 
insurance companies in the past dozen 
years or so has been sought along vari- 
ous health improvement lines by the 
established health authorities of cities, 
states and even the federal government. 
For instance, the companies have aided 
in such fundamental campaigns as the 
one for the enactment of standard vital 
Statistics registration legislation. 
Tentative Program Announced 


While the association’s program is 
not complete, it has progressed to a 
point where the names and topics of a 
number of the speakers can be given. 
These follow: 

Theme of the convention, “Seventy- 
five Years of American Life Insurance— 
A History and Prophecy of the Nation's 
Growth.” 

Chairman of the convention, Fred A. 
Howland, president National Life of Ver- 
mont, 

“Life Insurance 
What and Why?" 
Metropolitan Life. 

“Primary Purpose of Life Insurance— 


Investments—W here, 
Haley Fiske, president 


Its Stabilizing Influence Upon the Na- 
tion,” George I, Cochran, president Pa- 
cifle Mutual Life. 


Development of 
United States,” 
president Actua- 
second vice- 
Life of 


“Some Facts in the 
Life Insurance in the 
William A. Hutcheson, 
rial Society of America; 
president and actuary Mutual 
New York. 

“The Progress of Insurance Through 
Constructive Regulation.” F. H. Ells- 
worth, president National Convention of 
Insurance Commissioners. 


“Canadian Life Assurance,” T. B. 
Macaulay, president and managing di- 
rector Sun Life of Canada. 


“Relation of the Agent to Some Execu- 
tive Problems,” J, V. E. Westfall, vice- 
president Equitable Life of New York. 

“Life Insurance—Art or Science,” Wil- 
liam BroSmith, general counsel Travel- 
ers, 

“Policy 





Claims—A Moral Test of Life 
Insurance,” William J. Tully, secretary 
Association of Life Insurance Counsel; 
general solicitor Metropolitan Life. 

“Federal Taxation of Life Insurance,” 
E. E. Rhodes, vice-president Mutual 
Benefit Life. 

“State Taxation 
Thomas W. Blackburn, 
counsel American Life 
Omaha, Neb. 

The concluding hour of the convention 
will be devoted to a general discussion 
of life insurance taxation problems. 


of Life Insurance,” 
secretary and 
Convention, 





FEW CHANGES IN DIVIDENDS 
(CONTINUED FROM PAGE 2) 


securities are increasing in value. 
Higher rates of interest are being paid 
on the new issues and the companres 
owning large amounts of railroad se- 
curities are very much encouraged over 
the outlook. _In the first place the 
market value of the old securities held 
has risen so that there has been a paper 
gain over last year, and the companies 
favoring railroad investments are able 
to get a much better interest rate than 
a year or so ago. The railroads are 
out of the hands of the government, 
have been granted increased rates by the 
Interstate Commerce Commission, are 
buying equipment, enlarging, and forg- 
ing ahead. The outlook for the rail- 
roads is decidedly favorable and the 
'fe companies which for several years 
have been very much discouraged over 
their railroad holdings are now quite 
confident that in the long run they will 
sustain no loss through owning rail- 
road securities. 
vutliook for Utilities Dark 


To offset this, however, public utility 
bonds are decidedly off at this time. 
The street railway companies, licht, 
heat and power companies are limping 
along, getting inadequate rates, lacking 
the funds with which to purchase addi- 
tional equipment, and are unable in 
most cases to put through a sufficient 
increase in rates to show a profit on 
their operations. At present there is 
no improvement in sight, and companies 
owning public utility securities recog- 
nize that for the next few years ex- 
tensions will probably have to be 
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granted when bonds mature and that 
interest rates will remain low. 


Mostly “Paper Gains” 


To sum up the financial situation re- 
garding life companies with a few gen- 
eral statements, it might be said that 
the improvement in the situation has 
been of such a nature as to have no 
immediate effect, or at beast very little, 
upon this year’s interest earnings. Most 
of the gains made by the companies have 
been “paper gains.” For instance, a 
few months ago many of the life com- 
panies ae liberty bonds on a basis 
to net 5% to 6 per cent. These bonds 
mature in 1928 or 1933, but they pay 
only 4% or 4% per cent. Companies 
will receive no more than that on the 
bonds up to the time they mature. The 
real gain will be made when the com- 
panies can cash bonds for $100, for 
which they paid only $80 or $81, but 
until the bonds mature the companies 
will collect only the normal rate of 
interest. There will be no gain until 
the companies can cash their holdings. 
This is true of several other forms of 
investments. Railroad securities, for 
instance, have gone up several points 
but this in no way affects the interest 
yield, which is stationary and fixed. 
Thus while interest rates are higher 
and a better yield can be had from al- 
most any form of securities that can 
be purchased, the effect pn the com- 
panies this year has been very slight 
and ce rtainly not Jarge cnough to in- 
fluence in any way the payment of 
dividends either up or down. 

No Saving in Expenses 


So far as savings in expenses are con- 
cerned there have been none. It is 
universally recognized that the expense 
of conducting a life company is now 
higher than it ever was betore, that 
every operation costs more, that sup- 
plies of all kinds are at a new high 
price, and that in every respect the ex- 
pense of putting business on the books 
is larger than it ever was before. There 
are no savings in expenses this year to 
help along the dividend fund and prob- 
ably will not be for several years, until 
prices get back to something like 
normal, 

Position of Smaller Companies 


An official of one of the big New 
York companies, in commenting upon 
the probabilities of dividend increases 
or decreases said, “You will probably 
see that several of the smaller partici- 
pating companies will make slight divi- 
dend cuts. As I look at it, all of the 
big New York, Pennsylvania and 
Massachusetts companies have adjusted 
themselves and are now on a dividend 
basis that will not be materially altered 
one way or the other for several years. 
This is not exactly the situation with 
some of the smaller companies. A 
number of the smaller sized companies 
announced their dividend scales last 
year before the big New York com- 
panies decided what they were going 
to do. Then came the announcement 
that the three New York giants were 
going to cut dividends. It was too late 
for the smaller companies to change 
and so somewhat liberal dividends were 
maintained this year. I believe that 
some companies that took this action 
last year will feel that it is necessary 
to cut now and that they can safely cut 
without suffering in competition.” 





Compiles Educational Data 


The Connecticut Mutual Life will 
shortly commence to issue a loose leaf 
form of supplementary and collateral 
data in connection with its educational 
work. It has now had completed for 
nearly two years its educational course, 
which is taken by classes and by corre- 
spondence. The thought for the new 
service is to correlate and iridex infor- 
mation in connection with the company 
and its plans and the general effect the 
economic and industrial conditions and 
taxation have upon life insurance. The 
company will perform this service for 
its agents at the home office. 
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SAINT LOUIS is giving the world today an ex- 
ample of civic enterprise that is likely to have a 
profound effect the nation over. 


In its greatest playground, Forest Park, in a nat- 
ural Amphitheater, it has established a Munici- 
pal Theatre—an open air auditorium of singular 
beauty, which the public has attended as it never 
d.d a park or show place in St. Louis before. 






It is not run for profit. The city owns it. Back 
of the city stands the Municipal Theater associa- 
tion, a group of public spirited citizens who have 
underwritten the proposition. Twelve hundred 
free seats are furnished at each performance. 
From asylums, hospitals and similar places, crip- 
p'ed and afflicted were brought at specified times 
during the past summer to know the beauties of 
the theatre. The general public pays what it 
pleases for seats, the prices ranging from 25c to 
$1.50. The latter is for box seats but really a 25c 
seat is almost as good as the best in that star lit 
section of beautiful Forest Park. Nature arranged 
the acoustics so delicately that the vast crowd 
that regularly attends the summer performances 
misses not a tone from the St. Louis Symphony 
Orchestra. The voices from the stage carry clearly 
to the last outpost of the sky canopied musical 
retreat. 


During 1920 season, several light operas were pre- 
sented. High grade professionals take the princi- 
pal parts, while the personnel in the lesser roles, 
ballets, and such is made up of local talent, which 
has been splendidly trained. 
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The Municipal Thea- 


tre is but one example 
of the enterprise of St. 
Louis. Ihe Interna- 
tional Life is another 
—a record life insur- 
ance company located 
in a great metropolis 
surrounded entirely by 


the United States. 
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COOPERATION KEYNOTE 


UNITED ACTION IS SOUGHT 





New Officials of National Association 
of Life Underwriters Plan- 
ning Big Things 





NEW YORK, Nov. 2.—‘Coopera- 
tive Underwriting” is the slogan 
selected by the management of the Na- 
tional Association of Life Underwriters 

‘for the year 1920-21. A platform con- 
taining sixteen planks has been tenta- 
tively agreed upon and submitted to 
the executives of all local organiza- 
tions throughout the land, and their 
earnest support sought to make it ef- 
fective. The impetus given the National 
Association movement by the highly 
successful convention at Boston this 
fall, while thoroughly appreciated 
by the management, is not to be relied 
upon to carry on the organization. In- 





stead, it has served merely as a stimu- 
lus to still greater effort, and President 
Thorp and his lieutenants, appreciating 
the peculiar opportunities now afforded 
them for effective constructive work, 
are determined to take full advantage 
of them. 


Factors in Building Membership 


While it is true that all company 
executives have endorsed the agents’ 
association movement and have recom- 
mended their respective field men to 
join it, the most effective aid from a 
home office official has been rendered 
by Haley Fiske, president of the Met- 
ropolitan Life. Time and again, Mr. 
Fiske has gone out of his way to sound 
the praises of the National Association 
and is directly responsible for many of 
the Metropolitan Life’s men enrolling 
under its banner. But the great acces- 
sions to membership recorded during 
the past year were due primarily to 
the propaganda conducted by former 
President Edwards and a considerable 
corps of other leading general agents, 
who were appreciative of what the or- 
ganization had done for them and were 
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anxious that their associates be simi- 
larly benefited. Representatives of 
practically every legal reserve life com- 
pany in the land now belongs to the 
National Association, and are boosters 
for its further advancement. 


Seek to Sustain Interest 


The problem of the administration is 
how best to sustain interest in the 
movement throughout the year, and the 
plans upon which they are working, it 
is anticipated, will be effective to that 
end. Although the Association leaders 
only come together several times dur- 
ing the year, they are in constant com- 
munication one with another, and with 
the headquarters in this city, and thus 
keep in close touch with field condi- 
tions and sentiment. The agents de- 
sire not only to write a bigger business 
but a better business, realizing that 
service to the assured is the only basis 
upon which lasting success can be at- 
tained. Anything that will better equip 
them for their work is eagerly looked 
for, and it is appreciated that one of 
the greatest aids is the exchanging of 
experiences one with another, particu- 


AMERICAN 
CENTRAL 














larly at local gatherings where the prob- 
lems presented are identical. Local as- 
sociations that have been dormant for 
some time will be urged to renewed 
activity, the national management 
pledging its help in so far as is pos- 
sible. 
May Meet at Atlantic City 


It is too early yet to speak of the 
next place of meeting for the National 
Association, but sentiment is, so far as 
it has been expressed, rather favors 
some such center as Atlantic City, 
where there is no local organization 
upon which the expense of entertaining 
delegates would fall and where there 
would be no distracting social features, 
thereby enabling concentration during 
the entire period of the gathering upon 
purely business subjects. 

The National Association was never 
as virile or as well qualified to assist 
the local life men of the United States 
as it is at the present time, and if the 
latter will cooperate with the organi- 
zation’s management in carrying out 
its program for the year, the next an- 
nual convention of the national body 
will be even more instructive and in- 
spiring than was the great gathering 
held at Boston a month ago. 


ACTION ON GROUP POLICIES 





Companies Are Now Using a Standard 
Classification—Uniformity Is 
of Advantage to All 





NEW YORK, Nov. 3.—Under a re- 
ouay effected agreement all of the 

legal reserve life insurance companies 
writing group insurance are using a 
standard classification for their busi- 
ness, such uniformity tending to re- 
move misunderstandings that previously 
existed both on the part of the assured 
and of the underwriters. The new rate 
scale adopted by the Equitable Life of 
New York, Connecticut General, Metro- 
politan and the Prudential for group 
risks several weeks ago is 5 per cent 
higher than the premiums of the Aetna 
Life and the Travelers, which issue 
non-participating policies only. 

The extent of the dividends return- 
able under group contracts depends to 
a degree upon the mortality experience 
of the individual groups. In _ cases 
where the mortality has been favorable 
the dividends paid have been quite sub- 
stantial. Group insurance is now a 
recognized force in industrial and eco- 
nomic circles, and is rapidly gaining in 
favor with large employers of labor, all 
of the companies writing the business 
reporting very heavy issues during the 
present year. The general experience 
of the insurance companies therewith 
has been very favorable. 


Recalls Sub-Standard Experiment 


The suggested organization in one of 
the prominent centers of the middle 
west of a company to write sub-stand- 
ard life insurance only recalls the in- 
teresting experiment in the same con- 
nection made many years ago by the 
Life Insurance Clearing Company of 
St. Paul, of which LeGage M. Pratt, 
later agency superintendent for the Mu- 
tual Benefit Life, was one of the lead- 
ing officers. The concern had no direct 
soliciting agents, but secured its busi- 
ness from representatives of other com- 
panies. Naturally it had an adverse 
selection, and, unable to stand the 
heavy mortality experienced, reinsured 
after a comparatively brief career in the 
Security Trust & Life of Philadelphia, 
which in turn sought shelter under the 
protecting wings of the Pittsburgh Life 
& Trust. Since that day the Mutual, 
Equitable, New York Life and other 
stalwart legal reserve companies have 
liberalized their standards, and now ac- 
cept risks that do not fully measure up 
to first-class requirements; the usual 


practice being either to rate up the 
risk a few years, or to reduce the 
amount of indemnity granted. 
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PRACTICAL RESULTS 
FROM THE “‘TECH’’ MEN 





Law & Roberts of Wheeling, Gen- 
eral Agents Northwestern 
Mutual, Tell Results 





HOW THE STUDENTS WORK 





Practical Field Soliciting Is Assigned 
During the Second Week of 
Carnegie Course 





PITTSBURGH, PA., Nov. 2.—Fif- 
teen graduates of the Carnegie School 
of Life Insurance Salesmanship are now 
under contract with Law & Roberts, 
general agents of the Northwestern 
Mutual Life for West Virginia, and 
Law & Roberts have issued a statement 
showing the results obtained by these 
graduates up to the first of Qctober. 
Three of them graduated in December, 
four in March, six in June and two in 
August—a total of fifteen, two women 
and thirteen men. Graduating at differ- 
ent times, they have, therefore, worked 
for a varying number of months. The 
statement up to Oct. 1 is as follows: 


Total number of months...... 58 
Total amount of business 

DE. cctstickesisendened sans $1,747,390 
Total amount of business paid 

BD Subtdnnéesaationsdsesaeien 1,116,150 
Average amount written per 

PL: sdbetcncecbeeneneéenwe 116,492 
Average amount paid for per 

RE. ‘kee denedeescwsicneenasis 74,436 
Average amount written per 

month per agent............. 30,127 
Average amount paid for per 

month per agent ............ 19,244 


A statement has also been issued re- 
garding the production of September, 
the first full month since the August 
graduates entered the agency: 

Total amount of business writ- 


GO  sebeeedacsesesncacctnwens $375,000 
Total amount of business paid 

Dt accundieacetaceuawetenean 230,500 
Average amount written per 

GE. Wesco nctksecccenneanece 25,033 
Average amount paid for per 

PES. che ccvecseseeecbeceoes 15,367 
Average written cases per 

Ry Witenes ds pheRee teens 5% 
Average paid for cases per 

OG cevevesccsnneseseeeces 4.1 


Give Opinion of Results 


The statement is especially interesting 
because of the fact that it shows the 
results of a considerable group of grad- 
uates working in one agency. 

When the school opened last fall, Law 
& Roberts adopted the plan of sending 
to it for their preliminary training new 
agents and part-time agents who were 
changing over to full time. They give 
their opinion as to the results thus far: 

“In this agency there are now 15 grad- 
uates of the school under contract. You 
will be interested to know that the re- 
sults of their work have proved the 
value of the splendid training they have 
received. While it is too soon to say 
that all have made good, we are pleased 
to say that some have broken all previ- 
ous records in agency work for a like 
period of initial service. The net results 
of our experience are unquestionably in 
favor of specializing for insurance work. 

“We are certain that the percentage of 
failures among our 15 “Tech” graduates 
will be much smaller than in a like num- 
ber and grade of beginners without such 
training. They have gotten started 
much sooner and more intelligently than 
without it and the public is receiving a 
higher quality of service as a direct re- 
sult. They possess a larger outlook, 
more enthusiasm and a finer appreciation 
of their professional duties because of 
your school’s influence. Three months’ 
preparation and a few hundred dollars 
are a small consideration for the prepa- 
ration of one’s life work when the costs 
are spread over all the active years to 
come.” 

The work of the autumn term is now 
in progress, and, like its predecessors, 


(CONTINUED ON PAGE 10) 

















Energize Your 
Selling Force 





You know you can increase your sales power by 
your revitalized energy if you are a part of an organi- 
zation in which every man is imbued with the spirit of 
helping to carry out a lofty mission. 


The ideals of The Lincoln National Life Insurance 
Company, founded on service, have set its principles 
above every selfish end. We who work WITH the 
Lincoln are always striving to aid the efforts of all 
who join with us in forwarding the service mission of 
Lincoln Life. 


Your selling problems are the problems of our 
agency experts and are given their earnest attention 
until solved to your own gratification. Your sales ideas 
are in turn eagerly sought and adapted by your fellows 
in Lincoln Life Service. 


Because of this warm co-operation it pays to 
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The Lincoln National Life Insurance Co. 


“ITS NAME INDICATES ITS CHARACTER” 
Lincoln Life Building Fort Wayne, Indiana 


NOW MORE THAN $150,000,000 IN FORCE 
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Enduring Quality of Insurance 


One of the great companies, the New 
York Lire, tells about the policy on the 
life of one of its oldest policyholders, 
Morris E, Futter of Schuyler, Neb. 
His policy was taken with the New York 
Lire in 1846 when the company was but 


a year old, It has been kept in force ever 
since. The claim is now made and has 
been paid. 


This incident goes to show the endur- 
ing qualities of life insurance on the legal 
reserve system. For three quarters of 
a century despite all vicissitudes, not- 
withstanding financial depressions, war, 
pestilence, and epidemics, this policy has 
been carefully safeguarded because the 
company was built on a sound basis, was 


honestly managed and was constructed 
on to a safe and sound system. This 
shows the value of old line life insurance. 

Here was a period of 75 years that a 
contract ran, yet at the end of that time 
it was worth 100 cents on the dollar. It 
was worth just as much as if it had 
become a claim in a year’s time. As the 
New York Lire says, “No other contract 
that a man enters into save life insurance 
has the possibility of so long a life. It 
may end at his death or it may run on 
past his time of life, way on through the 
beneficiaries, which often includes the 
life of some young person, making it pos- 
sible for a contract to be in force even 
longer than the 71 years of this policy.” 


Rejections 


Lire insurance rejections have greatly 
increased during the past two years. The 
increase in rejections has had a vital 
effect upon the life insurance selling 
forces of the country. Nearly every com- 
pany in the business, large or small is 
rejecting a larger proportion of business 
than formerly. The rejection question is 
one of the most vital topics of the day. 
There is no question but that some com- 
panies have gone too far in the matter of 
turning down business. 

The purpose of a life insurance com- 
pany is not to build up enormous re- 
serves, to pile up assets, and to accept 
only those cases that measure up in every 
respect to high standards, but the life 
insurance companies should serve the 
community in a broad way accepting the 
average risk as presented. The true life 
insurance company must accept a certain 
proportion of the good with the bad. Any 
other view of life insurance is wrong. If 
a life insurance company is to be operated 
on a rule of thumb basis an office boy 
might as well serve as underwriter at the 
home office. 

There are too many “sure thing” men 
passing on bussiness in life insurance 
home offices these days. Men of this type 
simply see if the application in every way 
meets the requirements of the company 
and if it does not measure up in every 


particular the case is declined. This is not 
underwriting. Applications must be 
viewed on a broader light than this. The 
home office man must be willing to give 
and take. He must balance up the good 
points with the bad. Briefly, he must take 
a chance. The life insurance company 
that wants nothing but bullet proof cases 
or sure thing risks is doing very little for 
the insuring public. There are hundreds 
of thousands of people whose lives should 
be insured. A company cannot say, “We 
will take this case and that case, because 
they seem favorable and there is no 
chance of losing, but all the rest of these 
we do not want. We will not insure them 
and do not know who will, but we want 
to take only these cases where we stand 
no chance of losing.” 

It is not argued that a company should 
lower its standards or take on too large 
a proportion of substandard business, or 
accept cases that obviously are undesir- 
able, but it is an unhealthy sign when a 
life company commences to turn down 
cases that in more normal times would be 
easily accepted. Too much good business 
has been turned down or rated up during 
the last couple of years. There have been 
and still are too many rejections of appli- 
cations that should be passed and would 
be accepted without question if business 
were not being written so easily. 


Cooperative Buying 


WHEN a man buys life insurance, he is 
purchasing the very best kind of security. 
Back of life insurance policies are stand- 
ard securities. A man may go out in 


the market and buy something for him- 
self in the way of an investment. It 
may be good and it may be bad. He takes 
his chance. When he is paying his prem- 
ium to a life insurance company, he is 
cooperating with others in_purchasing the 


best securities. He is buying real estate 
mortgages, municipal bonds, government 
bonds and all high grade securities in 
which the laws permit life insurance com- 
panies to invest. Thus, a life insurance 
purchaser is given the privilege of mak- 
ing investments that are absolutely secure. 
Any small loss that will come will be so 
distributed among the hundreds of policy- 
holders that the individual policyholder 
will never feel it. 





General Agent Asks 
Pertinent Questions 


About An Article 


Question—In looking over your issue 
of Oct. 7 I have taken a great deal of 
interest in the article published entitled 
“General Writing Agencies Invading 
Life Field.” I have been a reader of 
your paper for the Jast eighteen years. 
I have had great confidence in its edi- 
torials, believing that they were edited 
by men of ability who understood the 
life insurance business, but after read- 
ing this article I am forced to change 
my opinion very materially and doubt if 
they really appreciate the great service 
that should be given the insuring public. 

If periodicals are supposed to be edu- 
cational, I am sorry for those who fol- 
low the instructions laid down by edi- 
torials of the kind in this edition. I can 
hardly conceive that a paper devoted 
to the interest of life insurance business 
would advocate that the insurance 
peddler could give as good service to 
the insuring public as the man who is 
specializing in life insurance, giving it 
his full time and study. 


Thinks It an Advertisement 


Your theory seems to be that a man 
who sells life insurance should not 
specialize. However, before going 
further into details, I wish to ask if this 
is an advertisement, and if so, why is 
it not published as an “ad”? As it is 
published today, I consider it an edi- 
torial written by one of your editors. 
I would like to know which it is. 

I believe I have a right to ask this 
question as a number who are asso- 
ciated with me in our agency are read- 
ers of your paper. I have been in the 
insurance field and have had practical 
experience in selling for 29 years. For 
the last 17 years I have been handling 
a general agency. 

. +e 

Answer—The article in question was 
not an editorial in any sense of the 
word. Our own opinions are expressed 
on our regular editorial page. We hope 
it is needless for us to say that it was 
not an advertisement. As you know, 
under government regulations no read- 
ing matter can be run as an advertise- 
ment unless it is so indicated. Other- 
wise, we would forfeit our second class 
postage license. We are sure that those 
who know THe NATIONAL UNDERWRITER 
people would not believe that we would 
stultify ourselves to the extent of tak- 
ing pay for articles of this kind. 


Reflected Big City Conditions 


As a matter of fact, this article simply 
reflected conditions that are being found 
in some of the large cities. We are not 
responsible for these conditions. We 
sent our own trusted men to investigate 
these conditions in some of the large 
cities where complaints have been made 
that more and more the general brokers 
and insurance agents were getting into 
the life insurance business, through 
brokerage contracts. These men were 
given instructions to simply write about 
conditions as they found them, without 
any coloring one way or the other. We 
interviewed a number of brokers and 
general agents in large cities where this 
complaint was found and they were 
presented in the issue that you men- 
tioned. It is perhaps needless for us 
to say that we deplore this condition. 


Seek Brokerage Connections 


Take Chicago, for example. You will 
find some of the fire insurance offices 
now have regular life insurance depart- 
ments. More and more the life com- 
panies are seeking brokerage connec- 
tions with fire and casualty brokers and 
agents. The other day, for example, 
one of our editors happened to run into 
a fire insurance broker sitting at one 
of the desks in your own good com- 
pany’s office in one of the cities. He 
made some inquiry as to what he was 
doing there and found that he was 
placing a large business policy. The 
broker told him that he accidentally ran 











PERSONAL GLIMPSES of 
LIFE UNDERWRITERS 














Vice-President Robert D. Lay of the 
National Life, U. S. A., accompanied by 
Walter E. Webb, superintendent of 
agents, is on an extended agency trip 
to the west. The itinerary includes the 
coast agencies which have been doing a 
thriving business during 1920. 

Before leaving, Vice- President Lay 
voiced his optimism in the outlook of 
the life insurance business. He fore- 
casts a continuance of prosperous con- 
ditions with the completion of the re- 
adjustment through which business gen- 
erally is passing. Mr. Lay states that 
the wise life insurance agent will direct 
his energies to prospects engaged 
directly or indirectly in building opera- 
tions and railroad construction. He 
feels that the trade cycle is. entering 
the stage where those who have en- 
joyed an overabundance during the last 
two or three years must now give way 
to the other classes of business which 
have not had any great impetus up to 
date. He adds that the life insurance 
agent is singularly fortunate, inasmuch 
as his prosperity is not dependent upon 
any specific trade conditions. While 
any one class of business men is mak- 
ing money, the life insurance agent’s 
prosperity continues, just so long as he 
operates amongst that class, where con- 
ditions are satisfactory. 

While in southern California Mr. Lay 
will visit the well-known author of the 
Tarzan tales, Edgar Rice Burroughs, an 
old schoolmate. Mr. Burroughs has a 
show place in the foothills of southern 
California, 


Harry Lambert Patten, for some 25 
years associated with the John Han- 
cock Life, the past few years as head 
of the claim department, died at his 
home in Quincy, Mass., Sunday as a re- 
sult of accident last week. He fell 
from a stepladder and struck a wheel- 
barrow, which caused internal hemor- 
rhages. 








into it. He handles the surety bonds of 
this concern. The directors had been 
solicited by a whole-time life insurance 
man to take business insurance and 
finally concluded to do so. This broker 
happened in on some bond question 
and the management concluded that as 
he was handling their surety bonds he 
might as well take their life insurance. 
This broker made the remark that it 
was the largest commission that he 
ever made on a single insurance deal 
and it meant little or no work or effort. 


Believes in Whole Time Men 


So far as THe NaTIonAL UNDERWRITER 
is concerned, ket it be known, once for 
all, that it favors life insurance special- 
ists where it is possible for such special- 
ists to develop. In the large cities 
particularly we believe that life insur- 
ance should be conducted by life 
insurance men. We believe that the 
men who have fitted themselves for life 
insurance work should be favored, as 
they give the real service. 

Is Close to Prospect 


However, a condition and not theory 
is confronting the business in some of 
the large cities. The general insurance 
broker or agent in getting very close 
to his assured can bring up the subject 
of life insurance at any time, It is 
easier for him to secure an audience 
because he is talking to him about his 
other insurance lines. In many cases 
the companies are encouraging this 
brokerage business. We do not mean 
that all of them do this, but enough do 
to make it an object for the fire insur- 
ance or casualty broker or agent to 
write life insurance. 

We did not say in these observations 
that these general insurance men can 
give as good service as the life insur- 
ance specialists. We did say that these 
brokers claim that they can or can get 
some one at the general office to do it 
for them. 
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1894—1919 


STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 





ALMOST 


NINETEEN MILLION DOLLARS IN SECURITIES 


($18,458,500.00) 


Deposited with the Auditor of State for the Sole Protection of Policyholders 
More than $1,750,000.00 Above the Amount Required by Law 





PROGRESSIVE CONSERVATIVE “FLU” PROOF 
The Crowth of Oak—The Solidity of Granite 


On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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Mutual Life of Illinois 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Policy Holders Service to Agents Service to the Public 


Operators under the “Famous” Registration Act which requires the 
reserve on every policy issued to be deposited and held in 
Trust by the Insurance Department of the State 


Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


A few good openings for good live producers in Illinois. Correspondence Invited 


H. B. HILL, President G. C. ROCKWOOD, Vice-Pres. DR. J. R. NEAL, Sec. 
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WE WANT MEN 


Capable of organizing and managing district agencies 
in Iowa, Missouri, Illinois and Indiana-—men who can 
handle men and are ‘‘closers” and workers. Write 
now, telling what you have done. Address 


Farmers National Life Insurance Co. 
3401 Michigan Avenue. CHICAGO, ILL. 





November “Service Month” 


The Retail Credit Company has 
named November as “Service Month.” 
It has requested all of its representa- 
tives to make this month one of no 
errors. It is expected that the cam- 
paign will have a beneficial effect in 
improving the future service of the 
company and reducing errors to a mini- 
mum. 


Bankers Get Niagara Control 
The control of the Niagara Life of 
Buffalo, N. Y., has passed to banking 
interests of that city. 








WANTED Ditict Maree ier a. Ohio 


BY 
THE GEM CITY LIFE INSURANCE CO. 
OF DAYTON, OHIO 


Write the Home Office for further particulars. Here's an opportunity for a 
good man to get in on the oo? floor with a progressive 
young Ohio company 














A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have-—Jacob A. Jackson’s “‘Easy Lessons in Life Insurance.’’ $1.00, including Quiz Book supplement. The 
| National Underwriter, 1362 Insurance Exchange, Chicago. 











37,005 PEOPLE 


wrote to us last year and asked for an illus. 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 8! per cent. 
The Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $173,000,000. Faithfully serving 
insurers since 1878. 
A few agency openings for the right men. 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 





WALTER LE MAR TALBOT, Pre. PHILADELPHIA 

















Low participating rates; doubl 


WILLARD E. KING, Vice President and Manager of Agencies 





ONLY RURAL OLD LINE COMPANY 


indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE COMPANY OF AMERICA 


FRANCIS F. McGINNIS, President, General Counsel and Founder 
We are writing at the rate of six millions a year and have a particularly attractive proposition for 
men with clean records who can deliver the goods—as General, State or District Agents 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 
Home Office: BAY CITY, MICHIGAN 




















| Standard Life Insurance Company 


HOME OFFICE, DECATUR, ILLINOIS 


All we ask is an opportunity to show to 
the up-to-date Agent either part time or 
whole time that we have the best proposi- 
tion and opportunities for his future success. 


Address the Company at once tor agency con- 
tract and territory. Salary 
arranged for where conditions justify it. 

Company operates in Michigan, lowa, Illinois 
Nebraska, ane, 


and expense allowance 


Oklahoma, Missouri and Indiana 


Approximately $35,000,000 insurance in force. 


























THOMAS J. OWENS, President 


Capital, $200,000 


of 
build a real 


life insurance company. 


DR. ALBERT SEATON, Vice-President and Medical Director 


CENTURY LIFE INSURANCE CO.), inpianapors 


NO ORGANIZATION EXPENSE 


All of the stock is held by a f. bstantiel business men Managed by experienced and familiar with all de- 
Cons aie tallies Ge de dilite dl tho waminaant to culiniaie at Gis tremens ail a 


We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency— 


Tell us where you want to work 


CLAUDE T. TUCK, Secretary 


Surplus, $100,000 











WANTED 


MANAGER 


SOUTH BEND 





A live wire fellow who is capable of selecting agents for 
the sale of Accident and Health Insurance in monthly pay- 
ment department can secure a position with the undersigned 
A Company on salary and commission. 
full details, past history and references. 


INCOME GUARANTY COMPANY 


When writing state 


INDIANA 

















PRACTICAL RESULTS 
FROM THE “TECH” MEN 


(CONTINUED FROM PAGE 7) 


the present class is doing earnest and in- 
tensive work. 

An item of particular interest in the 
work of the present term is that the 
sales experience which was undertaken 
last year has been greatly expanded. 
The students began prospecting in their 
second week. Each step of the soliciting 
process is assigned in order, with care- 
ful instructions as to how to proceed, and 
students are required to do a certain 
number of hours of field work under 
close supervision each week during ten 
of the eleven weeks. The first problem 
assigned in field practice is to establish 
“contacts” in a strange city as the 
basis of creating “centers of influence” 
from which to begin a campaign of “end- 
less chain” prospecting. This problem is 
followed up by the problems of securing 
prospects, with information which will 
be of assistance in planning the ap- 
proach; making the first approach; ob- 
taining data as a basis for a life in- 
surance proposal, making an appoint- 
ment for the interview, etc. Students 
who have had no experience in _ so- 
liciting are not allowed to make an 
attempt to submit a life insurance pro- 
posal during the first few weeks except 
in connection with an experienced agent. 
Thus, through team work, the beginner 
is carried through the early stages of 
the soliciting process, and as he grad- 
ually becomes acquainted with proper 
methods, and as he becomes better in- 
formed on life insurance functions and 
practice through his class work, he 
passes into the stage of independent 
soliciting. 

Divided in Five Groups 


The class is divided into five groups, 
A, B, C, D and E, All the students are 
expected to do the required amount of 
soliciting every afternoon and Saturdays, 
and during the first two weeks of field 
practice report to the school at the close 
of the day for an hour's conference on 
their experiences, each group taking 
turns in leading the discussion on one 
of the five school days of the week 
These experiences are discussed, analyzed 
and criticized favorably or unfavorably, 
as the case may demand. By the end of 
the third week a large number of prob- 
lems, difficulties and questions have been 
raised and considered. At the beginning 
of the fourth week the groups report 
separately on successive days. This 
allows the class as a whole a longer 
number of hours for actual field work 
and gives the faculty an opportunity for 
closer personal conference with the in- 
dividual student. 


Same Class Work Required 


The increase in the amount of required 
prospecting and soliciting has been se- 
cured without shortening any of the 
courses, the same class work being done 
as heretofore. This has been accom- 
plished by certain modifications in meth- 
ods of assignments and aids in the prep- 
aration of advance work, made possible 
by the experienec of last year. 

The splendid series of lectures which 
were given last year by some of the 
leading home office and field men of the 
country are again in progress. Up-to- 
date lectures have been given before the 
autumn class by President Philip Burnet 
of the Continental Life, Wilmington, 
Del.; Frank L. Jones, manager of the 
Equitable Life of New York at Indianap- 
olis; Edward A. Woods, president of the 
Edward A. Woods company of Pitts- 
burgh; L. N. Denniston, superintendent 
of instruction and training, Ttavelers, and 
Vice-President John A. Stevenson of the 
Equitable Life of New York, Other lec- 
turers who are scheduled are: William 
H. Beers, Jr., associate general agent. 
Mutual Benefit Life, Rochester, N. Y.; 
E. Colwell, Jr., state agent, Lincoln Na- 
tional Life, Greensboro, N. C.; Vice-Presi- 
dent James E. Kavanagh, Metropolitan 
Life; Vice-President M. Albert Linton, 
Provident Life & Trust company; Joseph 
A. Richards, president of the Joseph 
Richards company, New York City, and 
Graham C. Wells, general agent, Provi- 
dent Life & Trust, New York City. 

Vice-President M. J. Cleary of the 
Northwestern Mutual Life will deliver 
the graduating address on Dec. 17. 

The winter term of the Carnegie 
School will begin Jan. 3 and close March 
18. Registrations may be made now. Full 
particulars regarding the course, cost of 
tuition, board and other details may be 
obtained by addressing Griffin M. Love- 
lace, Director, School of Life Insurance 
Salesmanship, Carnegie Institute of 


Technology, Pittsburgh, Pa. 
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WOULD EXTEND LIFE 
INSURANCE SERVICE 


National Association of Life Un- 
derwriters Submits Program 
for Coming Year 


TO MEET NATION’S NEEDS 


Provision Made to Promote Better Citi- 
zenship and Help Counteract 
Radicalism 


In order to provide for America’s 
needs by promoting better citizenship 
and by helping to counteract any ten- 
dencies toward radicalism, the National 
Association of Life Underwriters has 
submitted a definite, cooperative under- 
writing program for improving and ex- 
tending the service of legal reserve life 
insurance. The association suggests 
a plan of work for 1920 and 1921 which 
it hopes will serve as a basis for a per- 
manent foundation upon which to build 
a bigger and better life insurance serv- 


ice for the needs of the American 
people.. The “planks” in its platform 
are as follows: 


Promote Clearer Vision 


1. To help all agents to get a clearer 
vision of the stabilizing influence of life 
insurance when presented on a basis of 
creating an estate that will take the 
place of personal earning power lost 
through the individual’s death or old 
age. 

2. To educate the patrons and bene- 
ficiaries of life insurance to understand 
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and appreciate that they are, as such, | to combat all tendencies by congress 


the principal owners of our railroad and 
public utility bonds and farm and real 
estate mortgage loans, thereby giving 
them an economic interest in the basic 
industries of the nation; to educate life 
insurance salesmen to show the busi- 
ness men of the country how our busi- 
ness helps their business by anchoring 
their employes to a definite financial life 
program, thereby making them actual 
property owners having a greater ap- 
preciation and respect for the property 
of others. 


Secure Better Trained Salesmen 


3. To promote and encourage bet- 
ter trained salesmen through: 

a) Schools of life insurance 
manship. 

(b) Sales congresses. 

(c) More systematic planning of sales 
meetings. 

(d) Securing and establishing supple- 
mental educational courses in the Car- 
negie Tech. and other institutions on 
such subjects as agency management, 
inheritance tax insurance, business in- 
surance, group insurance, etc. 

(e) Through life insurance news and 
through publications of sales and text 
books and educational circulars. 


sales- 


Help Promotion of Thrift 


4. To participate in the promotion 
of thrift through the medium of life in- 
surance, and particularly to cooperate 
with all national thrift movements. 

5. To further increase the uses of 
life insurance, such as: (a) To protect 
credit, (b) for bequests, (c) to promote 
education, etc. 

6. Through the insurance of women 
to raise the country’s appreciation of 
their economic value, whether actually 
engaged in gainful occupations or as 
housewives. 


Information on Federal Rulings 


7. Securing and disseminating in- 
formation about federal rulings favor- 
able to the spread of life insurance, and 





and state legislatures to add additional 
burdens to life insurance. 

8. General promotion of health, wel- 
fare and thrift through life insurance. 

9. Formation of public opinion on 
taxation of life insurance through the 
agency force. 

10. Encouragement of 
helpful to life insurance. 


legislation 


Improve License Laws 


11. Improvement of license laws for 
life insurance men, to be isswed sepa- 
rately from general insurance licenses. 

12. To amend the constitution and 
by-laws of the National Association of 
Life Underwriters so that each member 
of local associations will be ipso facto 
a member of the National Association. 

13. The maintenance and improve- 
ment of business ethics by encouraging 
the closest possible friendly relationship 
between underwriters. 

14. Retaining all present members 
and encouraging and increasing asso- 
ciation membership through the help of 
insurance companies, agency organiza- 
tions and the insurance departments. 


Promote General Welfare 


15. To promote the general welfare 
of the companies by helping to conserve 
the insurance accounts and agency 
forces of all legal reserve companies 
through: 

(a) Training and educating under- 
writers everywhere that in a proper dis- 
charge of their duties it is incumbent 
upon them to consider all legal reserve 
life insurance policies in force as sacred 
public welfare contracts, and a part of 
their duty above all else, to help educate 
the policyholders and beneficiaries in 
the importance of maintaining these 
policies in full force and effect. 

(b) Combining all organized interests 
in the business of life insurance, in rais~- 
ing the morale and solidity of agency 
organizations, and to oppose twisting 
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nections, as well as discouraging (in 
their behalf) agents negotiating for 
other contracts while still retaining con- 
nections with other companies. 

16. Cooperate heartily with all life 
insurance companies in advancing the 
interests of the business, particularly 
through the Presidents’ ” Association, 
the American Life Convention, Associa- 
tion of Life Agency Officers and the 


Eureka Life 


Insurance 


Co. 
OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 





We Issue 


Standard, Ordinary and 
Industrial Policies 


JOHN C. MAGGINIS 
President 


JOSHUA N. WARFIELD, Jr. 
Vice-President 


JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 





of agents from their established con- 














Gentlemen: 


I paid you. 





My policy No. 7372 matures today. 
Twenty Payment Policy taken at age 19, and carrying a yearly 
payment of $123.50. I paid you $2,470.00. Mr. Hetrick gives me 
a check today at its maturity for $3,198.35 or $728.35 more than 
I have given you my application for $10,000.00 more 
on the same plan, starting a second twenty year journey with you 
shows you what I think of this great company. 


Sidney, Iowa., August 7, 1920. 


The Bankers Life Insurance Company, 
Lincoln, Nebraska 


Gentlemen, I am mighty well pleased with this settlement 
and trust the next twenty years will be even more profitable for 
us all. 


Thanking you and wishing you the best in the future, I am, 


Yours truly, 


W. C. MAGEL. 


It was a $5,000.00 


ASSETS $17,600,000.00 


TWENTY PAYMENT LIFE POLICY 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 


co 


Residence........ 
Amount of policy 


Total premiums p 


Total cash paid M 
And 20 years 


If interested in an agency or policy contract write Home Office, Lincoln, Nebraska. 


of Lincoln, Nebraska 


Name of insured........... W. C. Magel 


SETTLEMENT 


MPANY 


as 


r. Magel...... $3,198.35 
insurance for nothing. 
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Insurance in Force Over $245,000,000 


For co-operation 
with agents in securing the 
complete satisfaction of policyholders 


The Equitable Life Insurance Company of lowa 


maintains a SERVICE Department which 
opens for them a broader field 
of opportunity and 
assures success 


New Business in 1920 Over $52,000,000 








A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
protective insurance and Educational and Business Start Endow- 
ment Insurance. This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably. We 
issue Participating and Non-Participating Policies. As regards 
adults, we write contracts with Double Indemnity provisions cov- 
ering any kind of fatal accident, or with Double Indemnity pro- 
visions covering fatal travel accident only, as may be desired. 
We issue policies with waiver of Premium and Disability Annuity 
or Instalment Payment features. We insure males and females 
at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 








More Than One Million Policies Now In Force 


Only four other life i insurance companies in America have more 
icy contracts in force than this Company. A study of the 
ollowing growth in ten years is invited: 


Jan.1,1910 Jan.1,1915 Jan. 1, 1920 
Assets $ 4,867,379 $ 8,763,566 $ 18,682,446 
Policies in Force 342,972 551,969 1,058,956 
Insurance in Force 44,780,907 79,619,435 091,495,761 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
est Virginia, Western Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 











RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 





Association of Insurance Commis- 


sioners. 
Cooperation Is Sought 


President Orville Thorp has sent out 
to company executives, agency man- 
agers and insurance commissioners 
copies of the association’s program for 
the year, with a request for their assist- 
ance and cooperation in putting it into 
effect. In his letter to the commis- 
sioners he suggests that knowledge as 
to whether an agent is a member of an 
organized underwriters’ association or 
not would help to determine his qualifi- 
cation and fitness to represent the busi- 
ness. He therefore suggests that in 
case a questionnaire is used to deter- 
mine the applicant’s qualification for 
obtaining license, as is now done in 
several states, there should be incor- 
porated a question of this sort: 

“Are you now or have you ever been 
a member of a life underwriters’ asso- 
ciation? If so, when and in what as- 
sociation ?” 

Work in Training Agents 


To the agency officials he suggests 
that the association, which under the 
plan outlined, will become a_ great 
agency supervisor or instructor, helping 
agency officers and state managers in 
organizing and training agents to pre- 
sent life insurance to the public. He 
also calls attention to the plan for hold- 
ing a one-day sales congress under the 
auspices of the association in each asso- 
ciation district in the United States, and 
suggests that the interests of all agency 
organizations can be advanced by tak- 
ing an active part in arranging for and 
in conducting such congresses. He 
states that many companies are already 
arranging to hold district agency meet- 
ings immediately before or after the 
meeting of the congress. By this 
method they will accomplish a double 
purpose—hold the meeting of their own 
agency and participate in a big sales 
congress, the importance of which to 
agents will be beyond measure. 


Suggestions to Executives 


The work done by the association 
along the line of training agents is out- 
lined in special detail in the letter to 
company executives. In that connec- 
tion Mr. Thorp says: 

America’s needs which life insurance 
and underwriters can serve are so many 
and so vitally important that all organ-; 
ized interests in the business should 
merge their entire strength in a united 
effort to increase the scope and quality 
of life insurance service. Someone has 
said, “Above the companies, life insur- 
ance,” but back of all other interests 
stands the interest of the policyholders. 
They make life insurance possible, and 
every worker in the business, if he or 
she measures up to the demands of 
America’s needs, must at all times serve 
first the interests of the policyholders. 
This we can do only by training every 
salesman in at least the fundamentals 
and ground work of the profession and 
by coordinating and tying together into 
one mighty force every factor engaged 
in the business, from the president of 
the company to the newest recruit with 
a rate book. 


Field Men Determine Service 


The quality and extent of our business 
is very largely determined by the under- 
writers in the field. Their training and 
methods of work in most cases deter- 
mine the value and amount of life in- 
surance service delivered. Immeasur- 
able benefits to the policyholders and 
the field forces have been worked out 
through the activities of the Life Un- 
derwriiers’ Association. Therefore, com- 
par officials as custodians of the pol- 
icyi. Iders’ property are and always will 
be keenly interested in the success of 
the Underwriters’ Association. 

In all company matters, including 
active affiliation with the Underwriters’ 
Association, the agents of your com- 
pany will be guided very largely by your 
counsel and advice. This is as it should 
be. However, it places upon you as a 
company official a very grave respons-/ 
ibility in directing your agents so that 
they will grow, serve and develop their 
maximum effectiveness. I feel warranted 
in saying that you could not render a 
greater service to your sales force than 





Do You Know Him? 


He is between 25 and 40 years 


° of age. 
. He is not afraid of hard work and is ip recognized 


by his friends and acquaintances as an 


around good hustler. 
. He has several years experience as a life in- 


surance salesman and organizer, preferably 
city territory. 


. He could a relied upon to take charge of and 
agency for one of the 





oldest and “Grengest Eastern compa 


panies. 
The territory is one of the finest in the United 


States. 

He will give us complete information concern- 
ing himseif in first letter. 

Correspondence _ confidential. Address 65-H, 


Eastern, care The National Underwriter. 


all 


in 











ACTUARIES 


_ F. CAMPBELL 
CONSULTING 
ACTUARY 








76 West Monroe Street 
Telephone Randolph 918 





CHICAGO, ILL. 








ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











—_— J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 








memes C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








T coe 


B ATLA 
CONSULTING. — VARY 


ums, Reserves 
etc. Calculated. ty ong. aod Exar 
inations Made. Policies and ee! - 
ae a Specialty. 
Colcord Bidg. OMA CITY 








J H. NITCHIE 

ACTUARY 
1523 Association Bidg.. 198. LaSalle St 
Telephone State 4 CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 








Fconsuurine actu ry AGRUARY 1A. 
DES solos Kel Bulling 
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THE COLUMBIAN 


NATIONAL LIFE 


Insurance Company 


Arthur E. Childs, President 


Boston, Massachusetts 


LIFE, ACCIDENT AND 
HEALTH INSURANCE 


Low Guaranteed Rates 
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ACTUARIAL SOCIETY 
MEETS AT RICHMOND 


Technical Questions Are Dis- 
cussed by Experts at Largely 
Attended Session 


MORE THAN 100 ATTEND 


Visitors Entertained by Life Insurance 
Company of Virginia—Dinner 
Thursday Night 


The fall meeting of the Actuarial So- 
ciety of America was held Oct. 28-29 in 
Richmond, Va., at the invitation of the 
Life Insurance Company of Virginia. 
At the regular dinner of the society 
Thursday night the invited guests were 
J. G. Walker, president Life Insurance 
Company of Virginia; W. L. T. Roger- 
son and A. S. Hurt, vice-presidents of 
the same company; Charles G. Taylor, 
Jr., vice-president Atlantic Life and 
president of the American Life Conven- 
tion, and Commissioner Button of Vir- 
ginia. 

William A, Hutcheson, president of 
the society, acted as toastmaster. The 
speakers’ list included Messrs. Walker, 
Taylor and Button, together with A. B. 
Wood, Douglas H. Rose, E. E. Rhodes 
and J. M. Laird, members of the Ac- 
tuarial Society, 

Entertained by Richmond Company 


The Life Insurance Company of Vir- 
ginia entertained the society at luncheon 
at the Country Club on Friday and 
after the luncheon there was an auto 
ride with the option, to those who pre- 
ferred, of playing golf. Entertainment 
was also provided for the ladies of the 
party. The meeting was a large one, 
the number of fellows and associates in 
attendance being about 100. The 
farthest points represented were Dallas, 
Tex., and Winnipeg, Man. 


Evoiution of Life Insurance 


The address of President Hutcheson 

was on the topic, “Evolution of Life 
Insurance.” He traced its development 
from the Roman empire on down 
through the earlier days of English his- 
tory. The importance of smallpox one 
and one-half centuries ago is shown 
by the fact that then only those who 
had had smallpox were admitted at 
ordinary rates. The well-known mathe- 
matician, Dr. Price, compiler of the 
Northampton Table, was an upholder 
of personal liberty and at the time of 
the beginning of the Revolution upheld 
the cause of the Colonies. In 1778 the 
congress of the United States invited 
Dr. Price to become a citizen of the 
United States and requested his assist- 
ance in regulating their finances. 
_ The above are a few of the interest- 
ing sidelights brought out in the orderly 
historical development. Besides their 
human interest they assist in connect- 
ing up the history of life insurance with 
contemporary history, explaining in 
their proper relation to other events 
the historical facts of life insurance. 


Weight and Blood Pressure 


The question, “Is the ‘Average’ the 
Same As the ‘Normal’ for Weight and 
Blood Pressure?” was taken up by 
Arthur Hunter of the New York Life. 
His paper was really concerned with 
what is the best weight and the best 
blood pressure for different ages at 
entry and by the best is meant that giv- 
ing the lowest mortality in subsequent 
experience. In obtaining the best 


weight, Mr. Hunter has taken his re- 
sults directly from the series of tables 





ARTHUR HUNTER 
Actuary New York Life 


Ratios Incident to Variations in Height 
and Weight Among Men.” He finds 
that for men of medium height, 5 feet 
8% inches, the best weight for ages at 
entry below age 25 is about 158 pounds, 
thereafter tapering off until about 
ages above 50 he finds but 140 pounds. 
In the blood pressure, the experience of 
a considerable number, 67,000, of the 
New York Life is used to obtain the 
average for different ages. Mr. Hunter, 
in his discussion of the subject, appar- 
ently inclined to the opinion that while 
the average blood pressure for persons 
accepted for insurance increased - with 
age, the best results come from those 
where the blood pressure does not in- 
crease beyond the average blood pres- 
sure for the younger ages. He stated, 
however, that there are not yet statistics 
on which to base results. 


Actual Deaths and Expected 


Discussing “Actual Deaths in the 
Mutual Life of New York Compared 
With the Expected by Three Stand- 
ards,” William A. Hutcheson gave the 
experience of the Mutual Life for the 
policies issued in United States and 
Canada in the years 1907 to 1917, inclu- 
sive, carried up to the policy anniver- 
saries in 1918. These policies were all 
annual dividend policies. The mortal- 
ity was compared with the mortality as 
shown by the Medico-Actuarial Table 
and also with that of the American Men 
Table with the result that the actual 
mortality was 78.7 percent of the ex- 
pected by the Medico-Actuarial Table 
and 84.6 percent of the expected by the 
American Men Table, these figures be- 
ing by amounts. By policies the per- 
centages were somewhat less. Atten- 
tion was called to the fact that since 
the experience ended with the anni- 
versaries of the policies in 1918, it covers 
little war experience and none of the 
influenza period except in those cases 
where the experience extended into the 
last few months of 1918. 


Variation Is Slight 


The bulk of the business was written 
between ages 20 and 50. The experi- 
ence covered over $1,300,000,000 on in- 
surance issued. The exposures were 
over 5,000,000,000 for one year. Atten- 
tion is called to the fact that if the ex- 
perience is divided into the first five 
years and sixth to eleventh years, each 
shows almost exactly the same per- 
centage of the expected mortality by 
the American Men Table as the total, 
the variation being only one-tenth of 1 
percent; also that if the first year is 
separate from the others the ratio of 
the actual to the expected mortality for 
that year differs only by 1 percent of 
that of the total experience. He also 
presented a series of tables giving in 
detail the results of the experience. 
“Some Influences Affecting the In- 





published by the Medico-Actuarial Com- 
mittee, 


entitled “Standard Mortality 





terest Rate” were discussed by Wen- 
dell M. Strong of the Penn Mutual Life. 























THREE 
RULES: 


The Northwestern Mutual Life 
Insurance Company was the pioneer 
in establishing rules to protect itself 
and its agents against evils which de- 
moralized the business. 





























For twenty-seven years it has enforced a stringent 
Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage 
Rule which prohibits the acceptance of business 
from, or the payment of commissions to, other than an 
agent of the company. Exception only is made in the 
case of legitimate surplus business and then only from 
a licensed agent of another company upon an anti- 
rebate agreement from him. 


For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all ap- 
pointments to general agencies shall be made from those 
already connected with the company and otherwise 
qualified. 


To the literal enforcement of these rules is attributed, 
in large part, the success, high character and the loyalty 
of the agency force of 





. oot 
~ 


Milwaukee COM PANY Wisconsin 

















J. O. LUAGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 






































Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 
period 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

_ Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 
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with new agents. 


3401 Michigan Ave. 


Two “Closers” Wanted 


to travel in Indiana, Illinois, lowa and 
Missouri to do special work, especially 


Farmers National Life Insurance Co. 


CHICAGO, ILL. 











It does 3 things: 
g aay every Agent a Square 
al. 


@ Pays equal compensation for 
equal work. 

@ Affords every Agent the 
same opportunity for ex- 
pansion and organization 


building. 


These are three things which 
most agency contracts do not do. 
Does yours? 


Ask about the Square Deal Contract 


Nat hvnaly? 
neurance mM pany, 


Madison, Wisconsin 








HOME LIFE 
INSURANCE CO. 


WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 


‘ 





W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohie and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 














His paper dealt with the influences that 
have caused the increased rate in the 
past and also discussed the tendencies 
that such influences are likely to lead to 
in the future. For the period from 1900: 
to the beginning of the war a rising in- 
terest rate was experienced, starting 
from scarcely above 3 percent in 1900. 
The reason for this was the same as the 
reason for increasing prices—the over- 
production of gold. The production in 
1896 was about $200,000,000 a year, 
which increased steadily until in 1912 
it was over $450,000,000, from which 
time to the end of the war it did not 
change very greatly. After the begin- 
ning of the war the inflation caused by 
increased imports of gold, issues of 
Federal Reserve notes and great volume 
of loans proceeded at a rapid pace with 
prices climbing and resultant high in- 
terest rates, and in this was aided by 
the destruction caused by the war and 
the manner in which taxes were levied. 


Peak of Inflation Reached 


The opinion was expressed that the 
peak of inflation and the peak of in- 
terest rates were both reached some 
time in the spring or summer of 1920 
and that both would see a decline. At- 
tention was called, however, to the fact 
that while deflation should cause a de- 
cline in interest rates, the other fac- 
tors mentioned. namely, destruction 
which had to be made up, and taxation 
would still have their influences tending 
toward a high rate so that it seemed 
improbable that the decline would be 
very severe or very large. Among the 
questions as to the bearing on the in- 
terest rate of the future was whether 
we would get back soon as good habits 





of saving and thrift as before the war 
to furnish the needed capital for invest- 
ment. 


Travelers New Chicage Branch 


The Travelers has opened a life and 
accident sub-branch in the Wilson 
avenue district of Chicago, having 
leased space in the Pantheon building, 
4624-42 Sheridan road. This is the first 
company to invade this business section 
of the city with a separate organization, 
and while agents officing in the branch 
will not be limited in their operations 
to the north side of the city, it is ex- 
pected that they will do the greater 
part of their work in that section. The 
office will likewise be a service station 
for the numerous Class 2 agents of the 
Chicago Board of Underwriters who 
are already established in the district. 

Leo D. Bell, who has been a special 
agent of the company, will be in charge 
with the title of assistant manager, and 
will report through the Chicago branch 
in the Insurance Exchange building, 
where W. H. Kolb is manager. 

By this plan of establishing a branch 
the Travelers is giving Chicago the 
same organization treatment that it ac- 
cords New York City, where it has a 
metropolitan office at 76 William street 
and additional offices at Forty-second 
street and in Brooklyn. The Travelers 
will build up an all-time agency force in 
its Wilson avenue quarters and in time 
similar organizations in other parts of 
the city. The Chicago branch of the 
Travelers has become a two-million-a- 
month life insurance office and ranks 
among the leaders in the field. 





MUTUAL TRUST LIFE INSURANCE COMPANY 


FOUR FACTORS TO SUCCESS 


Interest on Mean Invested Assets . ..... . 
Actual to Expected Mortality 
Ratio of Cost, New Business to First Year Premiums : 
Ratio, Total Insurance Expense (less cost of new business) 15 % 


A Conservatively Progressive Company 


New Business Being Written at the rate of Thirty Millions for 1920 


HOME OFFICE: 30 North La Salle Street, Chicago 


62 % 








W. LANE, Secretary 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Centract 


THE LA FAYETTE LIFE INSURANCE CO. 


LA FAYETTE, 


INDIANA 


A. E. WERKHOFF, President 











Insurance in force Dec. 31, 





Total Resources Dec. 31st, 1919, - over $7,500,000.00 
Insurance Issued during 1919 - over 


10'® | over 70,000,000.00 


NEW ORLEANS, U. S. A. 


26,000,000.00 


PAN AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 


THE PAN-AMERICAN WAY 
N KEEPING with the higher Ideals and Ethics of the business, the Pan-American 
does not seek to employ agents of other companies, but by interesting men of in- 
telligence, character and clean record, instructing them by correspondence, and 
assisting them by the active co-operation of specially trained men, it has built up a 
field erganization that is prosperous and contented. 
What these agents are doing, you can do, if you have the will—the Pan-American 
Way is open to you. 


Address: 


E. G. SIMMONS, Vice-President & General Manager, 
New Orleans, La. 
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NEWS OF LOCAL ASSOCIATIONS 














New York City—The next meeting of 
the New York Association will be held 
at the Arkwright Club Nov. 9. Robert 
Dale, the famous musician, will be the 
principal entertainment feature. The 
meeting will probably be well attended, 
owing to the fact that there will be 
further discussion of the stand to be 
taken by the New York Association on 
the brokerage question. There is consid- 
erable feeling among the members of the 
New York Association over this question 
and just what stand the association 
should take. T. R. Fell, general agent 
of the Massachusetts Mutual, who is 
strongly opposing the licensing of the 
one and two-case men, will probably be 
on hand to explain his views further. 

. . >. 


Des Moines, Ia.—Orville Thorp, presi- 
dent of the National Association of Life 
Underwriters, addressed the members of 
the Des Moines Association at a meeting 
Friday night, to which all of the life 
insurance men of Des Moines were in- 
vited. He explained at length the pro- 
gram for cooperation of all life under- 
writers’ associations under the direction 
of the National Association to the end 
that the public may be educated to the 
benefits of life insurance. The Des 
Moines Association voted enthusiastic- 
ally to adopt the platform for coopera- 
tive work and will work in full spirit 
with the other associations and with 
the national organization. 

Des Moines life underwriters pointed 
out to President Thorp the advantages 
of Des Moines as an insurance conven- 
tion city. He was favorably impressed 
and intimated that had Des Moines in- 
vited the convention to come here next 
year at the time of the 1920 convention, 
he felt sure the invitation would have 
been accepted. He will present the data 
furnished by members of the Iowa Asso- 
ciation to the executive committee when 
that body meets to select its meeting 
place for 1921, 

* *k * 


Dallas, Tex.—At the next regular 
meeting of the North Texas Association 
Nov. 12 it is expected that 100 members 
will be in attendance, according to James 
B. Harris, secretary of the organization. 
Three subjects will be discussed at the 
meeting. Brice Childress of Terrell, the 
million dollar producer of the Bankers 
Life, will discuss “Selling and Service.” 
He will give his methods of approach, 
his arguments and how he clinches the 
business, P. F. Page of the Southland 
will discuss “Soliciting City Prospects.” 
Mr. Page is one of the best producers 
of city business in the state. Solicitation 
of country prospects will be discussed 
by men who are versed in that line of 
business. 

A discussion of the platform of the 
National Association and means of bet- 
ter cooperation with the national body 
will also be taken up. 

* * * 

Lansing, Mich.—Interesting incidents 
employed in the successful selling of 
insurance to farmers were related by 
0. J. Simons in a talk before the Lans- 
ing Association at its meeting Friday 
night. Mr. Simons, who has made a big 
success selling insurance to farmers, 
said he did not agree with those who 
claimed the farmer was a hard man to 
insure. He said the farmer was an ex- 
cellent prospect if handled from the 
right standpoint. 

Another feature of the monthly din- 
ner was the address of John T. Winship 
of the Equitable Life of New York. Mr. 
Winship spiced his talk with lessons he 
picked up at the recent meeting of the 
National Association of Underwriters at 
Boston. One of the main subjects before 
the Boston convention was income in- 
surance, explained Mr. Winship. He said 
this form of life insurance was attract- 
ing general attention from agent and 
Policy-holder alike. The safety, cer- 
tainty and economy of this form of in- 
Surance was fully explained. 

Mr. Winship concluded by paying high 
tribute to the profession of insurance 
Salesmanship, it being characterized as 
a business and profession, which in point 
of altruism ranks with the profession of 
teacher, preacher and doctor. He said it 
was a business with which any man 
might be proud to be allied, and one 
Which has resulted in more benefit to 
humanity than any other endeavor 
Placed on a business basis. 

M. E. Burkett explained the coming 
Thrift Week celebration in Lansing. He 
Proposed the organization of a commit- 


of the insurance men to aid in the cause 
of thrift, and to make Thrift Week here 
a success. The committee appointed con- 
sists of Chairman L. B. Dolson, M. E. 
Burkett, J. A. Pino and N. E. Glass- 
brook. 

J. E. Walker of the Michigan Mutual 
explained the benefits derived by the 
members of the Lansing association. He 
said that prior to the organization every 
insurance man was for himself and con- 
sidered it good business to knock his 
competitor. He said the ethics of the 
association now barred knocking and 
that since the new body was formed, 
better relationships among the agents 
in Lansing was the result. 


* * x 


Chieage—The Chicago Association is 
assured of a most successful year under 
the leadership of U. C. Upjohn of the 
Penn Mutual. That is the conclusion of 
Chicago life insurance men who are ac- 
quainted with President Upjohn. Mr. 
Upjohn, although assistant general agent 
of the Penn Mutual, is primarily a pro- 
ducer. He spends the greater part of 
his time on the street selling life insur- 
ance. 

He started his life insurance career in 
Chicago 15 years ago with the North- 
western Mutual and was with that com- 
pany for 10 years. Later he became 
general agent of the Pacific Mutual for 
Kentucky and the southern half of In- 
diana, with headquarters at Louisville. 
After two years he returned to Chicago 
with the Penn Mutual. 

Mr. Upjohn believes in building up 
and not tearing down. The first and 
most necessary thing to the success of 
the association in his opinion is har- 
mony. He desires to harmonize the ac- 
tivities of the various elements in the 
life insurance fraternity which have been 
militating against one another for too 
long a time. He believes that differ- 
ences between agent and manager should 
be settled by committees named to con- 
fer by the Managers’ Association and 
the Field Men's Club. In the future 
these quarrels cannot be brought up at 
the meetings of the Underwriters’ As- 
sociation. 

One of the objections to the Associa- 
tion which Mr. Upjohn will strive to cor- 
rect is the lack of new blood and a more 
active membership. Mr. Upjohn says 
that instead of being an organization 
of 300 members the Association should 
have 3,000 members. There are many 
young men who have entered the insur- 
ance business in the last three years 
who should be members. Mr. Upjohn 
says these men have not come into the 
Association because of the discord in 
the Chicago body. They do not want to 
come to meetings and listen to argu- 
ments and so they stay out. Rebating 
and twisting are evils on which men 
hold different views. If their views are 
wrong or not in accord with the general 
opinion of life insurance men, he holds 
that they should be allowed to come into 
the Association and through a better 
understanding of their fellow members’ 
attitude in such matters they will be 
prompted to change their views and 
practices. 

Mr. Upjohn, expressing his opinion in- 
dependently, declares that he is heartily 
in favor of the Chicago insurance bro- 
ker’s license ordinance. He has taken 
out his license and has backed the ordi- 
nance from its inception. He states that 
it provides the city with much needed 
funds and is a protective piece of legis- 
lation. 

*x* * * 


Kansas City, Mo.—Plans for a sales 
congress in Kansas City next year were 
launched at a meeting last week of the 
Kansas City Association. Orville Thorp, 
of Dallas, Tex., president of the National 
Association, laid before the committee 
the plans of the proposed congress. The 
convention, which will bring under- 
writers from the territory adjacent to 
Kansas City, will be held under the aus- 
pices of the national body, according to 
Howard F. Tufts, secretary of the local 
association. 





Prudential in Texas for Loans 


The Prudential has been granted a 
permit by the secretary of state of Texas 
to transact business in that state in 
loaning its funds. Eugene P. Locke of 
Dallas is named as agent for service of 
process, The company has no other agent 





tee to draft resolutions offering the aid 


for other purposes in Texas. 


FLOURISHING EXPANDING 
PROGRESSIVE EVERYWHERE 


THE BANKERS RESERVE 
LIFE COMPANY 


We are keeping pace with the wonderful impulse which 
life insurance now feels and we are placing men 
who are buiiding solidly for the future. 





Business in Force, $50,000,000.00 
Assets, Nearly $9,000,000.00 
Monthly Production, about $2,000,000.00 





A few openings available only to Managers and General 
Agents competent to Produce Results. 
Telegraph or write— 


The Bankers Reserve Life Company 


ROBERT L. ROBISON, President JAMES R. FARNEY, Vice-President 
WALTER G. PRESTON, Vice-President RAY C. WAGNER, Secretary-Treasurer 


Home Office: Omaha, Nebraska 




















nsurance Company 


OF DES MOINES, IOWA 


JAS, H. JAMISON, President 


NEW and up to date policy contracts, REAL SERVICE to Policyholders and Agents, 
NOT SO BIG to lose sight of individual agents, and big enough.to serve its Agency and Policy- 
holders satisfactorily. SOME GOOD territory in IOWA and SOUTH DAKOTA open for Agents, 








QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal Equipment, who is 
“Four Square” and willing to work; can make not less $20,000.00 per year helping 
us to continue the breaking of all Life Insurance records. 

Great ogg for the men who can qualify!! 

From ay, 1919 to May, 1920, Twelve months—one year—we wrote Ten 
millions Life Insurance. How? Let ustell you. We have the plans; we furnish 
the leads. If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 








Onto Nationa Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. It is 


the best time to get connected with a solid com- 
pany and build a foundation for the future. Good 
business was never so easy to get. People believe in 
and are buying life insurance. 
The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, 

Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 
President Secretary and Agency Manager 

















“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes « 
of “Easy Lessons in Life Insurance,”’ a text and review book with quiz supplement. $1.00. The 


buyer 
National Underwriter Company, 1362 Insurance Exchange, Chicago. 
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Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,.10.00 


Condition on December 31, 1919 


nn ico on hagas Honest antisense sivandseneteumeale $ 20,700,133.74 
Res oe ok ica ben bin Oeenea neue 18,650,203.62 
Ns. kcal Testenenben ri eekineeeheniaen annua 2,049,930.12 
seen sneddbessewdeneeanasensasewes 176,501 808,00 
I i cece ckighshiektetwanen eanmekkees 1,851,338.97 
Total Payments to Policyholders Since Organization............. $23,840,173.80 


John G. Walker, President 











Chicago National Life Insurance Co. 
10 South La Salle Street 





NOW ORGANIZING 





APPLICATIONS WILL BE CONSIDERED FROM COMPETENT 
M:N FOR TERRITORY IN ALL PARTS OF ILLINOIS 











7 THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 
WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh *“ia.2e"* Pittsburgh, Pa, 











a. 
State Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETTS 
Incorporated 1844 
1919—SEVENTY-FIFTH ANNIVERSARY YEAR 
For 75 years—far longer than the average life—the STATE MUTUAL has 
Additions are sfusished uns rn Kexce a ae os are found. 
STEPHEN IRELAND D. W. CARTER 

Superintendent of Agencies Secretary 
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| Suart Murua Lirt ASSURANCE CO f 





B, H. WRIGHT 
President 











Are You P sestaanetitie Tensile? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 
PHILADELPHIA LIFE INSURANCE CO. 








PHILADELPHIA 
ECRET OF OUR We have a contract for you under which your 
UCCESS IS 
One ERVICE income will be limited only by your activities 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, micticin 


Cash Capital, $200,000.00 V. D. CLIFF, President 
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©) The OHIO STATE LIFE 


LIFE; HEALTH, ACCIDENT «*° MONTHLY INCOME INSURANCE, 


sidceecas LATEST POLICIES AND AGENCY CONTRACT BaiU37:\ne- 
Opeuings OHIO, IND, KY, MICH. and W.VA. Write Columbus 




















[ NEWS OF LIFE POLICIES 
Policies, Premium Rates, Dividends, Surrender 
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Digest. ee bed enmealiy'in: May at 25.80 sod the 
“Little Gem,” published annually in May at $1.50. 





WILL RESTORE DIVIDENDS 





Provident Life & Trust Makes An- 
nouncement as to Its Scale 
for Next Year 





The Provident Life & Trust will 
restore its old dividend scale for 1921 
refunds. The company says: 

“As you know, the dividend scale 
for the year 1920, on policies issued 
prior to the year 1919, was reduced to 
make good the excessive death losses 
caused by the influenza. In 1921, by 
virtue of the action just taken by the 
directors, dividends will be upon the 
scale in use in 1919, prior to the re- 
duction in 1920. 

“An illustration will be the best ex- 
planation. Suppose a thirty-year en- 
dowment to have been issued at age 
35 in 1899. The dividend which was 
actually paid in 1919, at the end of the 
twentieth year, was $8.99. Had it not 
been for the excessive death losses 
caused by the influenza the dividend 
which would have been paid at the end 
of the twenty-first year, in 1920, would 
have been $9.33, but owing to the re- 
duction in scale caused by these ex- 
cessive death losses, the actual dividend 
paid in 1920 was $7.32. In accordance 
with the recent action of the board, the 
dividend which will be paid at the end 
of the twenty-second year, in 1921, will 
be, if the policy is then in force, $9.66. 

“On the other hand, had the policy 
been issued in 1919, the 1920 dividend 
would have been for the unreduced 
amount $3.80, and the 1921 dividend 
will be $4, if the policy be in force 
upon its second anniversary date.” 


Standard of Pittsburgh 


The Standard Life of Pittsburgh has 
lowered its age limit to 16. 





George Barmore with Federal 


George Barmore, superintendent of 
agents of the Farmers National Life 
of Chicago, has gone with the Federal 
Life of that city as assistant superin- 
tendent of agents. Mr. Barmore has 
met with success in agency work, being 
particularly able in selecting and de- 
veloping new agents. Before going 
with the Farmers National Life, he 
was connected with the Mutual Life 
under Manager Bruce Whitney. now of 
Milwaukee. The Farmers National 
Life .has not yet chosen a successor to 
Mr. Barmore. 

Howard B. McLane, who has been 
assisting Vice-President and Agency 
Superintendent Charles S. Rannells in 
agency work, has been appointed as- 
sistant to the superintendent of agents. 


Suggests Monthly Essay 


John R. McFee of the Penn Mutual 
Life office at Chicaeo has suggested 
to President Orville Thorp of the Na- 
tional Life Underwriters’ Association 
that in connection with his standardized 
program for local associations each 
month the National association should 
send out an authoritative essay on the 
subject for the month. This essay, ac- 
cording to Mr. McFee. should be in- 
snirational and should furnish material 
that would go to the heart of the sub- 
‘ect. Any association that wanted to 
use the essay as the nucleus for discus- 
sion or comment could do so. In this 
way the smaller associations would have 
the benefit of the best stuff there is on 
the swhiect at hand. Mr. Thorp favors 
the idea and has put it up to the execu- 
tive council for action. 


“Protection for the future of the in- 
dividual who insures his life, as well as 
safety for his family’s future, is involved 
in a life insurance policy.” 





WOULD EXTEND LIFE ‘| ‘4 
INSURANCE SERVICE 


(CONTINUED FROM PAGE 12) 


to help them, through your counsel, in 
becoming identified on an active basis, 
if not already, with the Life Under- 
writers Association. It is helping you 
and every other company official to bet- 
ter train and equip the underwriters of 
the nation, and besides it brings the 
workers together, permitting them to be 
affiliated with an organization of their 
profession. 


Organization Is Needed 


The sincere workers and builders of 
America, from the bankers to the hod 
carriers, are organized that they may 
be abreast of the times and identified 
with their profession. Should we, as 
representatives of “The Greatest Thing 
in the World“ be less loyal and inter- 
ested in our profession? Certainly not! 
And yet we are confronted with the fact 
that we have in the United States over 
175,000 agents licensed to sell life in- 
surance and only about 10 per cent of 
them members of an underwriters’ asso- 
ciation. What would it mean to legal 
reserve life insurance in America if only 
10 per cent of the actuaries, the medical 
directors and other company officials as 
well as the commissioners of insurance 
were identified with an affiliated life 
insurance organization? Oh, no! That 
would be going back 15 to 25 years. Our 
company officials, commissioners of in- 
surance, actuaries and medical directors 
must be organized right up to date and 
maintain a 100 per cent membership in 
their respective branches of the service. 
And it is well for America that they do. 

Agency Branch Equal of Others 

However, isn’t the agency branch the 
equal of any other branch of the service? 
If so, then why should this discrimina- 
tion be made? Certainly this situation is 
one that should challenge and grip the 
thoughtful consideration of every mem- 
ber of every affiliated life insurance or- 
ganization in the importance in behalf 
of America’s needs, of raising the morale 
and solidity and effectiveness of under- 
writers, and to see to it that every 
agent carrying a legal reserve rate book 
is an active member of an organized 
life underwriters’ association. 

The views of the executives are also 
sought in regard to the question of in- 
corporating in agency applications a 
statement and question along these 
lines: ; 

“The purposes and plans of the Life 
Underwriters’ Association are strongly 
endorsed and supported by the manage- 
ment of this agency and the interests 
of its members have been greatly ad- 
vanced through close affiliation with 
the association. If this application is 
approved and contract made, will you 
maintain membership in the associa- 
tion during the continuance of con- 
tract?” 








LIFE AGENCY CHANGES 

















Joseph T. Peterson 


Joseph T. Peterson has been ap- 
pointed general agent for the Berkshire 
in Iowa, to succeed E. E. Bream, who 
has resigned. Mr. Peterson has been 
associated with Mr. Bream for about 
five years. Mr. Bream hereafter will 
devote his entire time to personal pro- 
duction. 





Paige to Go to Washington 


DALLAS, TEX., Nov. 2—It is 
rumored that Philip F. Paige of the 
Paige-Scales Insurance Agency, city 
representatives of the Southland Life 
here, will shortly go to Washington, as 
state agent for the Northwestern Na- 
tional Life of Minneapolis. Mr. Paige 
said he expected to go to the state of 
Washington early in February, but de- 
clined to confirm the report of accepting 
the Northwestern’s agency. 


Samuel M. Dudley, 57 years old. dis- 
trict manager of the Illinois Life at 
Kansas Citv. died suddeniv Sunday 
morning following a brief illness. Mr. 
Dudley had been a resident of Kansas 
City for 35 years. 
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THE IDEAL AGENT 


a 









That Make for Real 


Characteristics of the Man with the Rate Book - 


and Substantial Success 





BY C. L. D. MOORE 


F I had the making of an agent, he 
We all 
It is quite natural 
that those of us who used to earn our | o the present and indicates an inability 
livelihood by carrying a rate book and ibi 

have had more or less to do with agents 
have some ideals in 
Let me give you mine. 
going to list here all 
would put in had I the 
That would be 
using space to tell you much you 
It goes without Saying 
that had you such a task in hand, your 
Percent in physique 
in training, diligence, 
tact, address and all those 
qualities that are now rightly regarded 
as essentials. It is my purpose to here 
call attention to only a few of the char- 
acteristics of my ideal that are perhaps 


would of course be ideal. 


have our ideals. 


since then, should 
this connection. 
Now I am not 
the ingredients I 
making of an agent. 


already know. 
man would be 100 


and intelligence, 
persistence, 


not commonly mentioned. 


Please bear in mind that I am not 
thinking Particularly about the agent 
Of 


who can sell the most insurance. 





a claim to that to 
right. 
Indifference 


ity 
Strength of character, A 
of responsibility, therefore, 
Session much to be desired. 


his responsibility to 


company is determined 
himself. His practices 
methods are very apt to 
ure of the character of 


Should Follow the 
Highest Rules of Conduct 
That rule is commonly 
“golden.” 
Standard for an ideal? 
nothing new. 


and 


his company. 


secretary of the company, but a few weeks ago 


to the literature of the busi- 
of splendid judgment, a fine 
Moore has come in 


contact with agents for many years. In the accompanying observations 
he sets down what he considers the chief essentials to success in agency 
k 


cessful in that regard, but while others 
may outstrip him in volume of business 
there are none that are quite so suc- 
cessful in the finest sense. 


Highly Developed 
Sense of Responsibility 


The student of Present day condi- 
tions in the business world cannot fail 
to be impressed with the apparent and 
deplorable lack of the sense of respon- 
sibility in so many who are supposed to 
give full value for the price asked. 
Agents are perhaps saved from that 
temptation to some extent by the fact 
that their compensation is regulated by 
contract that cannot be easily changed. 
Yet they are under numerous obliga- 
tions that no contract can compel and 
which will not be met if they are not 
under the compulsion of a highly de- 
veloped sense of responsibility, 

The difference between the agent who 
is controlled by that sense and the agent 
who is satisfied so long as he does not 
violate his contract, is the difference 

etween the spirit and the letter. An 
agent may live up to the letter of his 
contract and be a 
the other hand the agent who recog- 
nizes the obligations imposed by the 


Must Accept Responsibility 
In All Relati 


to the insuring 
Public he seeks to serve and to the 
Manager under whose directions he 
governed by abso- 
lute loyalty in all of these relations. 
fhe agent sometimes finds himself in a 
Situation where he may feel he cannot 
€ loyal to both his company and his 
client. But there is no conflict here. 

€ agent is loyal to his client if he 
Secures for him his rights, and the 
Tights of the company and the client 
cannot clash. oyalty to a client 





ceases if it attempts to support him in 





announced it, but in its negative form. 


The Nazarene later Gave it great em- 
phasis in its Positive form. But how 
me the world has been to apply that 
rule! 
in social relations and business prac- 
tices has kept step with its application. 
The position we as a people hold in the 
scale of moral values is determined by 
the extent to which we observe it, 

I take it that one of the most hope- 
ful signs of the times in our American 
life is the Stowing popularity of the 
golden rule. That fact has had much 
to do with making “service” one of the 
most popular words in modern business. 
Where the golden rule is observed, 
service of a high order usually fol- 
ows, 

It was generally accepted not many 
years ago that corporations have no 
conscience, but there has been a great 
change in public opinion on that sub- 
ject, and, thanks to the leavening influ- 
ence of the golden rule, it is now be- 
coming quite common for men to talk 
and write about the soul of business. 
The extent to which the men respon- 
sible for any business are governed by 
a real concern for the interest of those 
they serve, is always reflected in the 
character of their management. 


Must Take on Character 
of the Professions 


Life insurance salesmen demand for 
their occupation the dignity of a pro- 
fession. Whether the public generally 
will grant such recognition depends 
very much on the character and equip- 
ment of the members of the profes- 
sion and the quality of the service ren- 
ered. W, medicine and the ministry 
are commonly spoken of as the learned 
professions. While we should empha- 
size that word “learned” in our profes- 
sion a great deal more than we have 
done, we can never hope that in our 
day life underwriting will rank with the 
Professions just named in the amount of 
Preparation required to enter them. But 
of this we are certain—our ideal agent 
is as much a professional man as the 
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The only “combination” book 
published, containing the infor- 
mation of all other books and 
much more besides, between 
two covers. 


Beautifully bound in red kera- 
tél, printed on thin “bible” pa- 
per, 1,300 pages, and yet of con- 
venient pocket size. 


The only book which covers all 
companies and all epartments 
of information, 250 companies 
in all. 


The only statistical book which 
also contains a department of 
“general information,” so nec- 
essary in judging the merits of 
@ company. 


The only book on policy and 
rate information which con- 
tains also detailed analysis of 
the annual statement of each 
company, 


The only book which really 
analyzes the policy contract; 
the digest is virtually as com- 
plete as though the Policy were 
given in full. 


The most complete treatment 
shown in any book en surren- 
der values, cash, loan, paid-up 
and extended, usually for 8 pol- 
icies at 

partment 
from the 


The most complete showing on 
disability and double indemnity 
rates, monthly income, and ail 
odd and special forms. 


The best showing on dividends 
and net costs; net costs shown 
for both participating and non. 
participating companies, 


The only book showing every 
policy issued by every company, 
some 8,000 forms in all; rates 
shown at three sample aces, 25, 
35 and 45, with thort descrip- 
tion of policy where needed. 
The only showing of retroactive 
Principles in practice published 
anywhere. 


“Carries through” on premiums, 
dividends, and surrender values 
for most companies on NINE 
LEADING FOR MS, whether 
the so-called “standard” forms 
or not, 


Published Annually in May by 
The National Underwriter 


Company 
Chicago 


Price $3 


Cincinnati New York 
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The Prudential Insurance 
Company of America 


Dryden, Offi 
aeaeael President Newark N. J. 


Incorporated Under the Laws of the State of New Jereey 














THE RIGHTS OF 
THEINDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. Pleasure and pain 
are personal. The combined rights of individuals 
make up the rights of nations, and the “rights” of 
nations sometimes clash. It was for the protection 
of these individual rights that Americans entered the war; 
it was to defend these rights that we raised vast armies, 
disciplined and equipped them, and sent them overseas to 
fight. It was for individual rights that our men fought so 
heroically. Their victory is a victory for individual rights. 
Laws and Courts and treaties and baliffs and armies 
are properly the safeguards of individual and national rights. 
The first law of mankind was club-law,—the law of the 
strongest—the law of the jungle. The ultimate law,—the 
law toward which Democracies are struggling,—will be the 
law which gives every individual his rights, harmonizing 
them with other men’s rights. p 
In a Democracy men‘are assumed to have been born with 
certain inalienable rights which are protected and restrained 
by laws which men themselves more or less directly make 
and execute. : 
Laws are not rights; they should define rights and be 
their safeguard. 
Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. ¢ 
The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have a 
right to be well brought up and well educated. These rights 
should be safeguarded as against the death or total dis- 
ability of the husband and father. In most cases there is 
no safeguard except Life Insurance. : : 
The rights of the individuals,—husband, wife and chil- 
dren,—are written in the policy, and are further safeguarded 
by the accumulations of the insuring company and by the 
laws under which it operates. You can’t live real democracy 
without insuring your life. , i 
The New York Life Insurance Company issues a Policy 
insuring against the risk of death or total disability. Be- 
hind each Policy is seventy-four years of experience, abundant 
resources, and the supervision of laws that define and main- 
tain the rights of individuals. 


NEW YORK LIFE INSURANCE Co. 
346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 




















INSURANCE IS TAUGHT 





TEACHING IN 70 COLLEGES 





Survey Has Been Made by R. H. 
Blanchard of Columbia Univer- 
sity on the Subject 





At least 70 American colleges are 
now teaching insurance, a national sur- 
vey just completed by Ralph H. 
Blanchard, instructor in the Columbia 
University School of Business, reveals. 

“In order to ascertain the extent to 
which the principal colleges and uni- 
versities in the United States and 
Canada were offering such courses,” 
Mr. Blanchard says, “168 letters of in- 
quiry were sent out during the past year 
by the Department of Insurance at Co- 
lumbia University. Replies were re- 
ceived to 120 of these letters, indicating 
that 70 institutions had courses or were 
planning to offer them, while 50 had 
neither courses nor plans. 


Two Classes Seen 


“Courses of instruction in the busi- 
ness of insurance in institutions of col- 
legiate grade may roughly be divided 
into two classes, general and special- 
ized,” Mr. Blanchard continued. 

“The general course is one in which 
the aim is to develop an appreciation of 
the place of insurance in economic life, 
of the methods used in the insurance 
business and of the underlying theory 
common to all lines of insurance,” he 
says. “Practices and problems incident 
to particular lines are not made the sub- 
ject of extensive inquiry. The special- 
ized courses are of a more professional 
type and are concerned with the appli- 
cation of insurance principles in par- 
ticular field. A general course might 
profitably be taken by students inter- 
ested in any sort of business activity, 
while the specialized course is intended 
to appeal primarily to those students 
who expect to enter the insurance busi- 
ness. 

Classification Given 


“Forty-nine had courses actually in 
operation, 17 offering general courses 
only, 21 specialized courses only, and 
11 both general and specialized courses. 
In tabular form, institutions offering 
courses: General only, 17; specialized 
only, 21; general and specialized, 11, 
includes School of Business, Columbia 
University; institutions having no 
courses but planning to offer them, 21; 
institutions having neither courses nor 
plans, 50. Total, 120.” 





Question of Premium Deduction 


Many agents are writing policies these 
days for those who have had to borrow 
money and have been obliged to take 
out life insurance to cover the indebted- 
ness. In such cases the amount of the 
premium can be deducted in making 
out the income tax returns. However, 
this insurance must be taken out for 
strictly business purposes. For ex- 
ample, if a man mortgages his home 
and takes out insurance to cover it, 
one authority declares that the premium 
cannot be deducted because the loan is 
for home or domestic purposes and not 
business. This would apply, he says, if 
he occupies his own home on which 
he has a mortgage. Others seem to 
contradict this, taking the position that 
insurance taken out to cover a mortgage 
is for business purposes. 


Powell With the Columbian 


The Columbian National Life an- 
nounces the appointment of John M. 
Powell of Hartford as actuary of the 
company. Mr. Powell enters upon his 
new duties during the first week of 
November and will take up his resi- 
dence in Boston. For a number of 
years he has been one of the assistant 
actuaries of the Travelers. 





WESTERN LIFE’S CONVENTION 





Des Moines Company Celebrates “Bring 
Home the Bacon” Month With 
Agency Meeting 





The Western Life of Des Moines 
celebrated the seventh annual “Bring 
Home the Bacon” month, which has 
been designated as October by the 
agency force, on October 28. Eighty- 
five district and local salesmen gathered 
at the home office, and at the open- 
ing session were welcomed by Presi- 
dent James H. Jamison. 

Mr. Jamison called attention to the 
immense sums distributed in Iowa to 
beneficiaries under legal reserve life in- 
surance policies in 1919, and the great 
showing made by the lowa companies. 
He paid a fitting tribute to the life in- 
surance profession and the importance 
and necessity of every salesman keep- 
ing himself familiar and well informed 
with life insurance information. 

The forenoon was devoted to a school 
of instruction for the salesmen in 
presenting different forms of policy. Dis- 
cussions were led by prominent repre- 
sentatives of the company. At the 
afternoon session Azency Director Dem- 
ing presented a slab of bagon to R. M. 
Reinertson as first prize for the largest 
number of 20-payment life applications 
written during “Bring Home the 
Bacon” month. E. W. Stoecker was 
presented with a package of link 
sausage for having secured the largest 
number of child’s endowment applica- 
tions during the month. 

Mr. Deming featured the afternoon 
session with an instructive talk on the 
subject of quotas and urged the sales- 
man to set himself up a quota and keep 
his mark before him during the entire 
year. He called on a number of promi- 
nent salesmen to discuss this subject 
and a short experience meeting was 
held during the afternoon. 

The salesmen and their wives were 
guests of the company at a banquet in 
the evening. 


Southwestern Life Club 


The agents of the Southwestern Life 
who have written $100,000 worth of 
paid for business during the last year 
held their annual convention of the 
“Southwestern Life Club” at San An- 
tonio last week, the convention lasting 
two days. T. W. Vardell, president of 
the company, addressed the meeting, 
giving the records of the club members 
for the year and discussing insurance 
problems. T. L. Bradford, the com- 
pany’s vice-president, reviewed the 
financial history of the company, and 
Dr. Whitfield Harrel, medical director, 
talked on the subject of medical selec- 
tion of risks. 


Insurance Men Address Advertisers 


Several insurance representatives re- 
cently appeared at the convention of 
direct mail advertisers and house organ 
editors in Detroit. Two insurance men 
appeared as speakers on the program. 
D. H. Nelson, agency supervisor of the 
Massachusetts Bonding at Saginaw. 
Mich., read a paper on “Eight Percent 
and Better, Inquiries From Circular 
Letters.” Leon Soper, manager of the 
sales promotion department, Phoenix 
Mutual Life, Hartford, Conn., ad- 
dressed the convention on “How Sales 
Cooperation of the Direct Mail Pian 
Produced $8,048,000 of Sales in One 
Year.” Stanley F. Withe, manager of 
the advertising service department of 
the Aetna Life, was present, as was 
Clarence T. Hubbard, editor of the 
Aetna house organs. 


New Dallas Company in Operation 

The United Fidelity Insurance Com- 
pany of Dallas, Tex., the new half mil- 
lion dollar company, is now going after 
all lines of business. The officials de- 


clare the outlook is bright and say they 
expect to make a remarkable showing 
for the two and a half months’ busi- 
ness this year. 
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The Provident Life 
and Trust Company 
of Philadelphia 


(Penna.) 


Provident agents are sell- 
ing not only protection but 
satisfaction. 

The policyholder who 
matures a Provident Long 
Endowment is a center of 
Provident influence in 
his community. 


PROTECTION +- THRIFT SATISFACTION 








“THE COMPANY OF CO-OPERATION" 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «-r7 bids.) IOWA 


TERRITORY 
IOWA SOUTH DAKOTA 








MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 











A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an I Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 














AROUSED OVER LEASES 





GENERAL AGENTS’ PROBLEM 
Many Offices Find That Their Office 
Space Has Doubled in Rental 
Cost 





Many life insurance general agents 
in large cities are confronted with a 
serious proposition as their leases ex- 
pire, owing to the great increase in 
rents. The business has grown rapidly 
during recent years and it has been 
necessary for general agents to take on 
added space. In some cases long term 
leases were taken some years ago on 
very reasonable terms. ‘They are ex- 
piring now, or will expire next year, 
and in getting in touch with the repre- 
sentatives of the building, it is found 
that rents will be shot up materially. 

For instance, some general agents 
that have space ranging from $1.60 to 
$2 a square foot, find that their rents 
will be jumped up to $3.50 and in some 
cases $4 a square foot. This presents 
a big ptoblem to general agents. In 
case of the larger offices, it means an 
increase of $5,000 to $12,000 a year in 
rent alone. 

As one general agent put it the other 
day, “This is a most critical situation 
for the general agents to face. With 
salaries and expenses in other directions 
going up, we are faced with a big 
rental increase that is almost over- 
whelming. I find, for example, that 
next year my increased rental will be 
$9,000. I do not see how my business 
is going to stand it. I imagine that 
many general agents are confronted 
with this same situation. My margin 
on the business is not sufficient to take 
care of so much increased expense.” 


May Move te Smaller Cities 


Some general agents that have a 
large country business may find it to 
their advantage to move to a smaller 
city for general agency headquarters as 
rents are lower. This has been done 
in case of the Mutual Benefit Life 
general agency in Michigan. The gen- 
eral agency headquarters for the state 
has been moved fo Ann Arbor from 
Detroit. A local office is maintained at 
Detroit for the men soliciting in that 
city. Where a large number of agents 
are employed and much clerical work 
is done, large space is necessary. The 
Michigan general agency found that 
the clerical work can be done just as 
well in Ann Arbor where rents are so 
much less. 


Would Tax Securities in Indiana 


An attempt is being made this year 
by the Marion County, Ind., assessors 
to tax the securities of four life com- 
panies on file with the state auditor on 
the ground that they have been omitted 
from the tax duplicates. The companies 
involved are the Federal Life and Peo- 
ple’s Life of Chicago, the Pan-Ameri- 
can and the Cleveland Life. These 
companies reinsured certain Indiana 
companies, and, according to a ruling 
of former state auditors, they have left 
on deposit in the auditor’s office the 
securities representing the reserves on 
the old policyholders of the reinsured 
companies. 

Commissioner Scheaffer says the state 
law does not require that such securi- 
ties be kept on deposit in Indiana and, 
accordingly, the International Life of 
St. Louis, which also reinsured an In- 
diana company, some time ago removed 
its securities to its own home office, 
with consent of Mr. Scheafter. It is 
not now involved in the present tax 
claim. Last week the Federal Life and 
the Peoples of Chicago filed in the 
Marion county circuit court appeals 
from the ruling of the county assessor. 
The county assessor claims that these 
two companies owe taxes aggregating 


$190,840.17 on securities valued at $10,- 
297,147.41. The taxes claimed from the 












The Test of Service 


The ultimate success of a life insurance company 
depends upon what those who have bought its 
policies in the past think of the service they have 
received. The Massachusetts Mutual passes this 
test with flying colors. Over $45,000,000, or 35%, 
of the business delivered last year was on the lives 
of men and women already insured in the Company. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts. 
Incorporated 1851 


























































The Farmers & Bankers Life 


Insurance Company 





Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. ‘Truly it 


LEADS THEM ALL IN KANSAS 


Home Offices Wichita, Kansas 


WANTED 


A General Agent for Cincinnati 











By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 


Look up the record of this Company, then write the 
Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 











GreatRepublic Life Insurance Company 
LOS ANGELES, CALIFORNIA 


Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


H. S. BRIDGEWATER J. R. RAILEY 
731 Railway Exchange Building 807-8 Southwestern Life Building 
Kansas City, Missouri Dallas, Texas 
Mgr. Missouri and Kansas Mgr. Texas and Oklahoma 


W. H. SAVAGE, Vice-President and Agency Director 








‘THE FARSEEING AGENT KNOWS 





The demon- 
that his strated values 
abilities linked offered your 
: prospect 
up with the WILL GAIN HIS 
policies of INSURANCE COMPANY CONFIDENCE 


of BOSTON, MASS. 


MUST WIN ALL THE TIME 
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ILLINOIS 


If you live in Illinois, or want to locate there— 
NOW is your chance. We have some excellent terri- 
tory open in which we want to place some real live men 
—men who will appreciate a Direct Home Office Con- 
tract with big first year Commissions and Renewals 
that are worth while. 


We make it easy for you to sell our Policies by giving you 
the best policies to sell, and then showing you how to sell them. 
We give unlimited service to Agent and Policyholder alike. 


We know you'll like our proposition. Address a letter to 
the Secretary today. 


Marquette Life Insurance Company 


Julius M. Gass, Secretary 
SPRINGFIELD ILLINOIS" 


The Marquette ‘‘Has Stood the Test’’ 























Great Opportunity 


Indiana 


The Franklin Life Insurance Company 
has just entered Indiana and has some 
excellent openings there for General 
Agents. Contracts direct with the 
Company. 


The Franklin is making phenomenal 
progress, having reached the $100,000,- 
000 mark May Ist. 


For information write the Home 
Office. 


Springfield, Iil. 

















two companies are, respectively, from 
the Federal, $186,436.51, covering eight 
years, and from the Peoples, $4,403.66, 
covering seven years. The state in- 
surance department is not involved in 
this demand. 


EXPECT LARGE ATTENDANCE 


Many Will Attend the Meeting of the 
Life Agency Officers Asso- 
ciation in Chicago 





| There will be a large attendance at 
| the annual meeting of the Association 
| of Life Agency Officers in the Hotel 
| LaSalle, Chicago, next Wednesday and 
| Thursday. This is one of the popular 
| organizations. It links together the 
| men interested in agency work. It is 
The main discussion 
about the con- 


a creative body. 
this year will center 
servation of business. On Wednesday 
evening, there will be a dinner pre- 
sided over by Winslow Russell, presi- 
dent of the organization. The chief 
| speakers will be Vice-President R. W. 
Stevens of the Illinois Life, Vice-Presi 
dent Charles G. Taylor of the Atlantic 
Life of Richmond, Va., who is also 
president of the American Life Con- 
vention, Superintendent of Agents W 
| E. Taylor of the Equitable of New 
| York and Orville Thorp of Dallas, 

Tex., president of the National Asso 
| ciation of Life Underwriters. 





|SPLIT ON CHILD INSURANCE 


Question Is One of Big Subjects of 
Discussion at American Humane 
Association 


OMAHA, NEB., Nov. 2.—The Amer- 
ican Humane Association, in national 
convention here last week, split wide 
open on the question of child insur- 
ance. After hot debate a _ resolution 
condemning the practice, which F. B. 
Fanger of Denver sponsored, was re- 
turned to the resolutions committee 
after it had failed on the floor of the 
convention, with the recommendation 
that it be revamped with “less drastic 
provisions.” So far, the resolution is 
“lost in committee.” 

“Vigilant consideration of child in- 
surance” and “sympathy for the atti- 
tude of the Colorado Bureau of Child 
and Animal Protection,” which opposes 
child insurance, were included in the 
revised resolution, however. 

“A Delaware couple murdered their 
children to collect $300,” declared a 
Wilmington man, who pointed out “the 
dangers of the practice.” 

Dr. William O. Stillman of Albany, 
N. Y., national president, defended the 
burial fund aspect of the insurance pro- 
vision. “Many parents are enabled to 
retain their self-respect by paying for 
the burial of their children in case of 
death from illness or accident, with in- 
surance money,” he said. “Otherwise 
they would become public charges.” 

Mr. Fanger was bitter in his opposi- 
tion. “Colorado is the only state in 
the Union which has forbidden child 
insurance for more than 25 years,” he 
averred, “but this year insurance com- 
panies are seeking to have the law 
killed.” 

It appeared, however, that the Colo- 
radoan was far in the minority with his 
opposition. He was in a _ measure 
pacified by the suggestion that the issue 
should have “careful consideration” 
next year. 


Joins American Convention 


The American Life Reinsurance of 
Dallas, Texas, has been admitted to 
membership in the American Life 
Convention. 


President I. B. Jacobs of the Mutual 
Life of New York in Chicago, president 
of the Life Insurance Field Men’s Club of 
that city, has appointed Edwin Austrian 
of the Northwestern Mutual as chairman 
of the legislative committee, E. C. Plat- 
ter, Massachusetts Mutual, chairman of 
the ways and means committee and J. J. 
Williams of the Travelers, chairman of 
the membership committee. 
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Advertising Pencils Build 
Good Will and Bring Results 


Turn your prospects into 
customers and your cus- 
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tomers into friends b 
presenting them _ wit 
high-grade Advertisin 






Lead Pencils, printe 

with your advertisement. 
No other advertising spe- 
cialty costing so little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them. 


Samples and quotations on request 


An “Ad” in the hand is worth 1000 
in the waste basket 


NORTH AMERICAN 


PENCIL WORKS 
501-509 Plymouth Ct. CHICAGO 



















FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income”’ 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 








Agency Openings in 
Indiana 
for men who are ambitious 
to succeed 
Popular Priced Policies 
Specimen Rate 
Age 30 $14.28 


NATIONAL LIFE 
ASSOCIATION 


Des Moines, Ia. 








“SOMETHING 
NEW FOR 
AGENTS” 
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National 
American 
Life 
Insurance 
Company 
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Burlington, Iowa 














